











\ 
\ | 


\ 
5 aia 
MS L/ 


j 


THE AMERIGAN | 


|| | | 


| 
J 


TELEPHONE JOURNAL |f 





Comprising Telephony, American Telephone Journal, Telephone Weekly, Telephone Magazine, Telephone Securities, The Telephone, Sound Waves 
PUBLISHED WEEKLY BY TELEPHONY PUBLISHING CORP 


608 S. Dearborn St., CHICAGO 





H. D. FARGO, PresipENT AND TREASURER 
S. R. EDWARDS, Epitor AND SECRETARY 


H. D. FARGO, Jr., Vice-PrestpeEnt AND ADVERTISING MANAGE¥ 
D. C. SORENSEN, Western ApvertTistnc Manacer 




















Entered as second-class matter September 4, 1908, at the postoffice at Chicago, Ill. under act of March 3, 1879. 
Volume 96 Sybeuriotion -— 30 Pa 2 nn? 
$3 a Year S., Cuba an exico 
Sieesies 2 CHICAGO, SATURDAY, JANUARY 12, 1929 $3 a Year U. S. Cuba and Mexico 
When is the vex- Until recently the 


itious question to be 
settled as to whether 
the state commission 
or the city authori- 
ties have paramount jurisdiction over pub- 
If the year 1929 
settled it 


lic service companies? 


could see this dispute would 
be a big help to the various utilities that 
serve the people. 

The city derives its 


corporate power 


from the state. Most state utility regula- 
tion laws assume primary control of op- 
erating companies, so the state presumably 
takes over the jurisdiction previously held 
over them by the municipalities. Yet con- 
flicts are constantly arising, and telephone 


companies usually find themselves in a jam 


when their city franchises come up for 
renewal. 
Most of these local franchises were 


eranted years ago before state regulation 
began, and the city authorities, aided by 
the “home rule” issue, try to keep a grip 
on the operating company which, in most 
cases, contends it must answer only to the 
state commission instead of to the city 
council, 

The result is a local turmoil which does 
the’ service company no good in the home 
territory and mars its public relations. It 
is time something definite was done to 
clear up this conflict of authority. 

* 


The 


Chicago, involving about a million stations, 


telephone franchise situation in 


was referred to recently. Portland, Ore., 
is also battling over a similar situation. In 
a referendum vote the people of Portland 


in November, by an overwhelming major- 


WHO IS THE UTILITIES’ BOSS—THE 
STATE OR THE CITY? 


ity, endorsed a five-year franchise for the 
Pacific Bell, revising the present rates 
downward and giving the local council the 
As in 


Chicago, the Bell operating company re- 


power to fix rates in the future. 


jected the franchise, contending that the 
Oregon Public Service Commission is the 
supreme regulatory authority in the state. 

Now the Portland council in retaliation 
has instructed the city attorney to start a 
suit in the courts to compel the company 
to accept the franchise. As in Chicago, 
the ‘situation presents complications, that 
never should exist, due to the mix-up over 
and municipal control. 


state commission 


In this day, when Business Efficiency is 
king, such possibilities are ridiculous. 
* K 


Bell 


jurisdiction of 


Generally speaking, the operating 


companies prefer the the 
state commission to that of a city council, 
which is not surprising, for there is usually 
more order and common sense in_ state 
regulation than in the whims of an assem- 
bly of aldermen. In dealing with utility 
corporations the aldermen’s usual motive 
is to work up local political sentiment for 
themselves, without much regard for serv- 
ice conditions for the whole community. 
Pay Station Troubles 

Shortly after the Illinois Bell rejected 
the renewal franchise drafted by the Chi- 
cago city council the company found itself 
in an awkward controversy with the hotels 


and drug stores over pay station rates. 


company and the 


hotel or drug store 
where the public 
located 


booth was 


had 


ceipts 


been splitting the station re- 


50-50. 


pay 
The company’s new con- 
tract reduced the hotels’ and drug stores’ 
percentage and the latter refused to accept 


The 


booths and threatened to throw them out 


the cut. big loop hotels closed the 
and use the space for more profitable pur- 
poses. The Chicago Hotel Men’s Associa- 
tion and the Chicago Retail Druggists’ As- 
sociation joined forces to oppose what they 
termed an “arbitrary and inequitable” con 
tract. 

Several years ago New York hotels had 
a similar quarrel with the New York Tele- 
What 


the hotels want is to charge ten cents for 


phone Co. over public pay stations. 


local calls, whether they are put through 
from guest rooms or from pay stations in 
the hotel lobby. Their contention that th 
fraction of the nickel they get from booths, 
located in valuable space in the _ public 
lobby, is not enough, may have some basis, 
but it is the observation of experienced 


local calls 


public stations are to cost ten cents, better 


telephone men that if from 


facilities should be provided. 


* oa o 
While using the telephone in a_ hotel 
room the patron pays ten cents, but he 


enjoys better accommodations and has a 


private communication. There are good 


telephone booths and some are—well, “not 


so good.” Some public telephone booths 


even in the more pretentious hotels, rail 


way stations and stores—are not sound 
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proof and provide little comfort for users. 

If these business houses and the tele- 
phone company reached an agreement on 
ten cents per call basis, and then supplied 
the public with better facilities, there 
would probably be less kicking from all 
concerned. Anybody who has sweated in a 
cramped, under-sized booth not big enough 
for Tom Thumb, and tried to carry on a 
telephone conversation and hear above the 
racket going on in the next “sound-proof” 
booth, will bear out this prediction. 

An extra nickel doesn’t mean much to 
such a victim, and it isn’t hard to imagine 
that plenty of big-framed people would 
prefer to engage a hotel room just for 
the sake of telephoning in peace and com- 
fort. 

Hotel Traffic Heavy 


Hotels in all big cities do a tremendous 
telephone business, both local and long dis- 
tance, and telephone charges form an im- 
portant item on most guests’ bills. 

Naturally, when the hotel can charge 
ten cents for a call from the room and the 
user can make a local call from a public 
station in the lobby for a nickel, the hotel 
made 


management prefers to have calls 


trom the room. This is all the more true 


if the hotel’s share of the pay station 
nickel is to be reduced as the Illinois Bell 
desires in Chicago. The company states 
that the state commission regulations for- 
bid the higher charge. 

At the same time the passing public need 
the telephone facilities supplied by pay 
stations in hotels, drug stores, railway de- 
pots and other public places, and these con- 
cerns and the service company should co- 


operate to the end that they are furnished 
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COMING CONVENTIONS. 


South Dakota Telephone Association, 
Sioux Falls, Cataract Hotel, January 
15, 16 and 17. 

Arkansas Telephone Association, Lit- 
tle Rock, Marion Hotel, January 21 
and 22. 

Minnesota Telephone Association, St. 
Paul, Hotel Lowry, January 22, 23 
and 24. 

American Program Service Associa- 
tion, Chicago, Sherman Hotel, January 
25 and 26. 


Nebraska Telephone Association, Lin- 
coln, Hotel Lincoln, February 13, 14 
and 15. 

Wisconsin State Telephone Associa- 
tion, Madison, Loraine Hotel, February 
20 and 21. 

Oklahoma Utilities Association, Okla- 
homa City, March 12, 13 and 14. 


Texas Independent Telephone Asso- 
ciation, Ft. Worth, Texas Hotel, March 
25, 26, 27 and 28. 

Ohio Independent Telephone Asso- 
ciation, Deshler-Wallick Hotel, Colum- 
bus, April 16, 17 and 18. 

Indiana Telephone Association, In- 
dianapolis, Claypool Hotel, May 7, 8 
and 9. 








under as favorable conditions as possible. 
Chicago newspapers make this demand. 
The responsibility, perhaps, rests more 
on the company than on the owner of the 
premises. It is the company which sup- 
plies the equipment and the service. For 
that reason, also, it should have more to 
say as to the division of the receipts. 
This division, however, should be based 
on fairness and equity. It doesn’t pay the 
service company to be greedy in its pay 


station policy any more than in its toll 
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division contracts with the connecting 
telephone companies. 
British Telephones 

Telephone men in Great Britain are so 
interested in the rapid telephone develop- 
ment in their country that they watch all 
comments on the situation with an eagle 
In the 


TELEPHONY the statement was made that 


eye. November 24 issue of 
there were 1,163,191 stations in service in 


the British Isles. An English subscriber 
hastens to write in to correct these figures, 
and says that on September 30 the total 
number of telephones in Great Britain was 
1,687,275. 

As a matter of fact, the TELEPHONY 
statement covered only the period ending 
December 31, 1927, and we gladly report 
the more recent count and congratulate the 
British telephone staff on the fine growth 
made in the subsequent months. September 
1, 1928, according to the London Evening 
News, was “one of the biggest days in the 
telephone history of London,” as on that 
day five new exchanges were opened in the 
London area. 


During the month of September the 
3ritish Postoffice reports a gain of 9,319 


telephones. Of the 1,687,275 stations in 


operation on September 30, 599,003 were 
in London, 914,696 in England and Wales 
(exclusive of London), 152,574 in Scotland 
and 21,002 in Northern Ireland. 


The growth in international telephone 


traffic is also of interest. Outgoing “in- 
ternational calls” in July numbered 35,743 
and the incoming international calls were 
38,506, representing an increase oi 42.7 per 
cent and 44.5 per cent, respectively, over 


July, 1927. Europe is getitng neighborly. 


Key-Town Plan of Selling by Telephone 


Explanation of the Key-Town Plan of Selling, Which Aims Among Other 
Things, to Secure More Contacts With More People—Value of the Telephone 
in Distribution Problem—Reprinted From the Bell Telephone Quarterly 


Staff of 


“What,” say the economists, “shall we 
do about distribution ?” 

“For,” they continue, “the cost of plac- 
ing merchandise in the hands of the ulti- 
mate consumer is a steadily increasing per- 
While the costs 
ot transporting and warehousing the goods 


centage of its final cost. 


cause much concern, more attention is di- 
rected today to the large element of cost 


By Richard Whitcomb, 


represented by the effort to induce retail 
to place the merchandise on 
their shelves.” 

“But,” echo the production managers, 
“what are we to do about this rising tide 
of manufactured 
steadily bring forth 

Their problem is no less real. 


merchants 


goods our machines 


2% 


“More 
was the cry in response to which 


we 
goods 


Commercial Engineer, American Telephone & Telegraph Co., New York 


production methods speeded up, 
plants constructed, output enlarged. The 
discovery that the American standard of 
living offered undreamed capacities to con- 
sume; the urge of those responsible for 
sales for more and more goods; the realiz- 
ation that, given good management, quan- 
tity production meant lower unit costs of 
induce a 


were 


production—these combined to 
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productive capacity that must now be 
steadily engaged if profitable operations 
are to continue. 

“And what,” say the sales executives, to 
whom both of these groups have turned, 
“can we do about it?” 

Only the far-seeing have succeeded in 
doing for selling what the production peo- 
ple did in their line—secure greater volume 
with lower costs by distinct changes in 
methods, methods that were sound be- 
cause they recognized fundamental ‘prin- 
ciples. 

The automobile people took a lesson 
from Euclid—a straight line is the shortest 
distance between two points. They evolved 
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evolved, the assembly line of marketing, 
was called “The Key-Town Plan of Sell- 
ing by Telephones” or “Key-Town Sell- 
ing.” Here, too, pioneers have reaped and 
are reaping the first harvests. 

Key-town selling is what the name im- 
plies. With much territory to be covered, 
the sales manager allocates his territory 
to his salesmen. In each man’s territory 
certain points are selected as key towns— 
selected because of their railroad facilities, 
their hotel accommodations, the fact that 
they are toll centers, their geographical 
location. 

After these have been designated, a plan 
of campaign is developed. This plan calls 


ae 
on 


Making less frequent visits in this man- 
ner, a good representative can leave enough 
stimulating food for mental thought to last 
most dealers for a considerable time. The 
personal visit occasion for 
counsel and advice; the telephone contacts 
that intervene are fully adequate for the 
business of filling inventory requirements, 
introducing new items, making sales. 

A list of those who are to be called by 
telephone from the first key town is pre- 
pared; another for the second; still an- 
other for the third, and so on. Other lists 
are made of those who are to be called 
or in person. With this plan of activn 
ready—with some of his contacts to be 


becomes an 
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The Key-Town Telephone Sales Map Showing Primary and Secondary Calling Points and Primary Calling Areas. 


the assembly line. Those who pioneered 
took the greatest profits. 

Sales executives have drawn on equally 
old principles of merchandising. To sell 
more, there must be more contacts with 
more people. To sell more, the salesman’s 
productive time must be increased; travel- 
ing time, waiting time, lost time—these 
must be reduced. More time must be spent 
in contact with the customer; more time 
must be devoted to the important matter 
of making sales. 

Old methods, therefore, needed to be 
changed. New tools had to be found. The 
high-speed steel of the machine shop 
needed its counterpart in sales. 

Pioneering sales executives found the 
tool they sought—the high-speed steel of 
‘ales—in the telephone. The method they 


for a certain number of visits in person, 
a certain number of contacts by telephone. 

For some customers one personal visit 
every three months may be enough; for 
others, more frequently. There may be 
a telephone contact once a month; or per- 
haps once a week. It depends upon the 
nature of the commodity or article, the 
amount of business done by the dealer, the 
amount of business that may be reason- 
ably expected from him, the extent and 
nature of the competition, and the dealer’s 
buying habits. 

The visit in person, however, is made 
more thoroughly than before. Not seen 
so often, the caller is likely to be more 
welcome. Time can be taken to discuss 
the deeper merchandising problems with 
which the dealer is confronted. 


made by telephone, others to be made in 
person—the salesman goes out to accom- 
plish in days what formerly took weeks; 
to sell, in that 
required days. 

Other trips will show different combina- 
tions of personal visits and telephone calls. 
In most cases the telephone calling will 
be preceded by a thorough understanding 
with the customer of the future procedure 
to be followed. In many cases, on the 
other hand, distribution outlets will be 
opened in small centers, perhaps expensive 
and difficult to reach in person, yet instant- 
ly accessible by telephone, using the tele- 
phone as the only means of contact. 

The telephone companies have not been 
slow to lend their assistance to this recog- 
nition of the importance of their service 


hours, business formerly 
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in selling. Each of the Bell associated 
companies prepared a key-town map of its 
‘territory, showing primary and secondary 
key towns and their respective calling 


areas. 

A primary area is a relatively large 
area, of which a general telephone cover- 
age may be had at a relatively low cost. 
Its calling point is known as a primary 
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that would call every retailer in its line 
in the area. 

These maps are available to all who re- 
quest them. Sales managers find them a 
great help in planning their sales activi- 
ties. In addition, there is available a key- 
town map of the United States, showing 
primary calling areas, and primary and 
secondary calling points. This map has 
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provided for those who use the telephone 
to sell. This is what is known as the “Bell 
System Credit Plan.” The Bell asso- 
ciated companies have agreed among them- 
selves to accept the credit investigations 
of one another as represented by a credit 
card issued to users of the key-town plan. 

Upon presentation of one of these cards 
at any Bell business office, together with a 





KEYTOWN CALLING POINTS 
@ Primary Calling Point 

@ Secondary Calling Point 
=== Associated Company Boundary 
— Primary Calling Area Boundary 








CUSTOMER FACILITIES 
C- Customer's Room 
P- Use of Private Office 
D- Use of Desk Space 
S- Special Arrangements 
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Section of Keytown Telephone Sales Map Showing Detail of Calling Points and Calling Areas. 


key town. A jobber or manufacturer with 
one or two outlets in each larger city or 
town would plan to make his calling cam- 
paign from primary key towns. 

A secondary calling area is a smaller 
area, with a secondary calling point or key 
town from which an intense coverage may 
be made and still meet the requirements of 
economy. If more calls are to be made, it 
is better to call from a secondary calling 
point, as the greater cost that the larger 
number of calls represents may be reduced 
by the reduction in the length and, there- 
fore, the cost of calls, obtained by using 
more key towns, placed closer together. 
These secondary calling points and areas 
are suitable for the calling, for example, 
by a wholesale grocery or drug house, 


heen advertised nationally, has had a large 
distribution, and may also be obtained 
through the Bell business offices. 

These maps are the first aid provided to 
those using the key-town sales plan. An- 
other help is the use of sequence calling 
lists. Instead of filing his toll calls sepa- 
rately at the key town, the salesman using 
the key-town plan makes up sequence lists, 
on manifold forms provided for that pur- 
pose at any Bell business office, in advance 
of calling. The use of these lists results 
in faster service, with less trouble to the 
person calling, enabling him to concen- 
trate all his efforts on his main job— 
selling. 

The use of these lists is necessary if 
advantage is to be taken of the third aid 


sequence list of those whom he desires to 
call, any salesman using the key-town plan 
can have the charges on the calls he makes 
billed to his home office. This gives two 
desirable results: it obviates the carrying 
ot funds for the payment of toll charges 
and, as one of the copies of the sequence 
list is forwarded with the bill for service, 
there is available a record of all the tele- 
phone sales contacts made and their date, 
a very useful record in the eyes of any 
sales manager. 

A fourth aid to key-town selling is 
found in the provision of customer rooms 
ot desk space in an increasingly large 
number of telephone business offices, for 
the convenience of customers using the 
key-town plan. 
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Where a customer room is available, the 
salesman may have it to himself to make 
his calls. Where such a customer room 
cannot be permanently assigned, the use of 
a private office is often arranged for; 
otherwise desk space is provided, so that 
the salesman will be as comfortable as 
possible in his work. 

An interesting development in marketing 
is responsible for the fifth aid to key-town 
selling. Key-town selling permits of a 
much more extensive market coverage. 
Smaller concerns in formerly unreached 
communities may be sold; additional out- 
lets may be opened up in cities and towns 
already being sold. 

To discover who these prospective cus- 
tomers may be in such cities and towns, 
it is possible, in many cases, to refer to 
the business classified directory and quick- 
lv obtain the names of all those engaged 
in any line of business. Such a list is in- 
valuable, and where the selling company 
is well known it is even possible to open 
many accounts directly by telephone. 

The attention which the key-town sell- 
ing idea is receiving nationally is an in- 
dication of the hold it is taking upon the 
imaginations of those who formulate the 
selling plans of the country. 

In his recent book, “Selling by Tele- 
phone” (TELEPHONY September 15, 
1928, page 34), J. George Frederick, busi- 
ness writer and economist, devotes con- 
siderable space to the effect that he ex- 
pects the key-town plan, as he has ob- 
served it in operation, will have upon the 
sales methods of the country. Articles 
that have appeared in the Magazine of 
Business, Sales Management, and other 
publications are an indication of the wide 
interest this new contribution of the tele- 
phone to the advancement of American 
business is arousing. 

The successes which have come in the 
use of the key-town plan have followed 


of 
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upon the steady and 
step-by-step adoption 
of the plan by those 
who have been will- 
ing to build slowly 
and surely on a basis 





of earned experi- THis witt inentiry 
ence. The applica- REPRESENTATIVE OF THE 
tion of telephone 
selling to a specific 
problem in some 

VALID WHEN COUNTERSIGNED BY 
cases, the gradual 


introduction of the 
plan in one sales ter- 
ritory after another 
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in others, have met 
with good results. 

An importer with large shipments of 
sugar or fruit finds the key-town plan a 
great method for disposing of his incom- 
ing cargoes before their unloading is com- 
pleted. The markets of the country are 
at the finger tips of his long distance op- 
erator, and he does not hesitate to make 
the contacts that not only give him latest 
market information but also sell his goods. 

A rubber company introduces the key- 
town plan by selecting its most aggressive 
and thoughtful branch managers to try the 
plan in their territories. The successes 
they make are the evidence with which the 
other managers are convinced of the great- 
er sales and lower costs telephone selling 
makes possible. 

There is much to stir'the imagination in 
glittering threads of copper that tie to- 
gether the cities and towns and hamlets of 
the nation; to the telephone man _ they 
weave a story of pioneer efforts, of strug- 
gle, and achievement. But there is an 
even greater appeal in the thought that 
one after another the problems of busi- 
ness, like the problems of the individual, 
find part, at least, of their solution in the 
ever-ready, helpful genius of the industry 
that weaves its net of communication in 


Identification Card Supplied to Firms Utilizing Key—Town Calling. 


advance of the needs of the community, 
whether it is city, or state, or ntaion. 

Thanks to the telephone, to the sales 
manager “time and space are as nothing.” 
By the clock it may be 12:00 in New York 
and 9:00 in San Francisco. To the sales 
manager it is, by telephone, “now” in New 
York and “now” in San Francisco. To 
the salesman it is “now” in the presence 
ot his customer, and visits need no longer 
be spaced to meet the demand to cover 
more and more territory. 

Every sales-producing contact may be 
made at a minimum of cost and with a 
maximum of time devoted to the impor- 
tant business of talking to men who need 
his goods at the time they are most likely 
to require them. 


Bell Telephone Building Tallest in 
St. Louis, Mo. 

A dispute over which is the tallest build- 
ing in St. Louis, Mo., was decided recently 
by two engineers in favor of the South- 
western Bell Telephone Building. 

The engineers found that the telephone 
building is 399 feet, 134 inches high and 
that the new court house building, its near- 
est rival, is 386 feet, 154 inches high. 
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Reproduced by permission 
of the Controller of H. M. 
Stationery Office from the 
London Telephone Directory 


Exchanges underlined already converted to automatic 





The first three letters of the name 
of the exchange required are first 
dialled, followed by the number. 
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General view of our Woolwich Works 


Plans for the conversion 
of the vast Multi-office 
London telephone area 
to Automatic working 
are now complete and 
the work is steadily 
progressing. 








| On the 5th of January, 1929, the 
Western Exchange, equipped initially 
for 7,100 lines, was successfully 

brought into service. 








Made in London for Londoners 


SIEMENS BROTHERS & CO., LTD. 


WOOLWICH, S. E., 18, ENGLAND 


Representation Abroad: Winnipeg, Rio de Janeiro, Cairo, Cape Town, Johannesburg, Port Elizabeth, Melbourne, Sydney, 
Brisbane, Adelaide, Perth, Newcastle (N.S.W.), Cairns (Queensland), Wellington, Auckland, Tokyo, Tientsin, Harbin (Manchuria), 
Mukden, Calcutta, Bombay, Madras, Ipoh (Perak F.M.S.), Kuala Lumpur, Singapore, Penang, Bangkok, Colombo, The Hague. 
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Components of Rules and Rate Schedules 


Very Important That Telephone Companies File Their Rules and Rate Sched- 
ules With the Illinois Commerce Commission in Order to Collect Revenues 
From the Public—Address Before Convention of Illinois Telephone Association 


By Ben B. Boynton, 
General Counsel, Illinois Telephone Association, Springfield, Ill. 


Two trains had crashed head-on. A boy, 
who was an eye-witness, was being ques- 
tioned by the railroad officials. One asked 
him what he thought when the two trains 
crashed. He said, “I thought it was a dern 
poor way to run a railroad.” 

A number of telephone companies have 
paid very little attention to filing complete 
schedules of their rates with the Illinois 
Commerce Commission, notwithstanding 
the fact that their existence depends upon 
the collection of rates from the public. I 
think that is “a dern poor way to run a 
telephone company.” 

The Illinois Commerce Commission law 
provides that each public utility shall file 
with the commission, and keep open to 
public inspection, schedules showing all 
rates which are in force at the time for 
any service furnished by the utility and, 
as a part of such schedule, shall state 
separately all rules and regulations that in 
any manner affect the rates charged or to 
be charged for any service. 

The act further provides that no public 
utility shall undertake to perform any 
service or to furnish any product or com- 
modity unless or until the rates, rules and 
regulations relating thereto have been filed 
with the commission, except in cases of 
emergency, a service not covered by the 
schedule may be performed at a reason- 
able rate; but that rate shall be filed imme- 
diately with the commission. 

Where joint rates are involved and one 
party has filed the schedule, the other par- 
ticipant in the joint rate need not file the 
joint rate; but if it does not so file, it 
must file a concurrence. 

It is very important that a company file 
every rate for every service furnished by 
it. Failure to make such filing might 
involve the company in considerable diffi- 
culty in collecting its bills if the sub- 
scriber resisted payment on the ground that 
the rates were not on file with the com- 
mission. 

Every telephone company I presume has 
rates filed for the main classes of exchange 
service furnished by it. It should also 
have on file such service connection 
charges, re-connection charges, or other 
miscellaneous charges as are in effect at its 
exchanges. 

Not only must the exchange rates be 
completely stated, but the toll rates also. 
The telephone association has printed 
schedules of toll rates covering the stand- 
ard toll rates now in effect very generally 
throughout the state of Illinois, with spe- 


cial sheets for setting forth the toll rates 
that are in effect at each exchange which 
do not conform to the standard toll rates. 
Any telephone company that does not have 
on file a schedule of toll rates or a concur- 
rence in a schedule of toll rates filed by 
another company and covering all toll serv- 








Vary Your Activities 

It is astonishing how much we can 
crowd into the waking hours of our day, 
without fatigue and overstrain, if we 
but vary our activities. The one thing 
to avoid is to make machines of our- 
selves, to permit ourselves to sink into a 
state of sluggish, incurious, unimpres- 
sionable routine. 

The one thing that causes deadening 
fatigue is to use continuously one set of 
the “muscles” of our brain, and to use 
not at all, or altogether too little, the 
“muscles” of our soul. 

The thing to strive for is to keep keen 
our zest, broad our interests, warm our 
sympathies, responsive our sentiments 
for life and humankind.—Otto H. Kahn. 








ice furnished by the company in question, 
should immediately file such toll schedule 
or concurrence. 

However, the filing of rates is not the 
complete filing required by the law. The 
rules and regulations relating to the rates 
must also be filed. There is another ad- 
vantage in filing a complete set of rules as 
well as the compliance with the law: 

The company furnishes service and the 
subscriber receives service under the terms 
and conditions set forth in the schedule on 
file with the commission. Obviously, the 
company in all matters of disputes with 
subscribers as to the conditions of serv- 
ice is in a vastly stronger situation when 
the matter in controversy is covered by 
rules and regulations on file as a part of 
its schedule than if the matter is not so 
covered. I propose to call attention to 
some rules of a general nature which I 
think every company should have as a part 
of its schedule. 

On account of disputes which sometimes 
arise over telephone numbers, I think a 
rule to the effect that the subscriber has 
no property right in the telephone number, 
and that the company has the right in its 
discretion to change the subscriber’s num- 
ber at any time, should be a part of the 
company’s schedule as. a protection to the 
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company against any number disputes that 
might arise. 

Similarly, I believe the company should 
file a rule disclaiming any and all liability 
for errors or omissions in the directory. 

Every telephone company has profitable 
and unprofitable territory. As a protec- 
tion against highly unprofitable extensions, 
a rule should be filed to the effect that 
where the cost of installation is out of 
proportion to the exchange revenue it pro- 
duces, the subscriber will be required to 
pay a reasonable proportion of such cost. 

The rules should also set forth the col- 
lection practices, showing the date the bills 
are due, the discounts if any, the place of 
payment, when bills will be considered 
delinquent, and when the service will be 
discontinued for non-payment of bills. 

Companies having switching service sta- 
tions should file rules covering them also. 
Since the service stations own their own 
line and equipment, obviously the company 
would have no right to go out and dis- 
connect a subscriber from the switching 
service line—a line which it does not own. 


To meet the situation, the company 
should file rules providing that it will treat 
each switching service line as a unit; that 
such line must select an agent to repre- 
sent the line in its dealings with the com- 
pany; that such agent shall be required to 
make all collections from the members of 


‘the line and pay them to the company; and 


that if any charges become delinquent on 
such line and the agent does not pay such 
charges within ten days after notice of 
such delinquency to the agent, service to 
the entire line may be discontinued. 


In order to protect the company’s serv- 
ice, a rule should also be filed to the effect 
that each switching service line must be so 
maintained that good and _ satisfactory 
service can be rendered over it; and in 
case of failure to so maintain the line, the 
company may give notice to the agent to 
make the repairs necessary to furnish good 
service; and in the event of failure to 
make such repairs within a specified, rea- 
sonable time, service to the entire line may 
be discontinued. 


A rule should also be filed by the com- 
pany protecting its own rural territory. A 
rule to the effect that the company shall 
not be required to furnish service to serv- 
ice station subscribers outside of the terri- 
tory where service station subscribers 
reside at the time of filing the schedule, 
or in territory where the telephone com- 
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maintains lines of its own, will fur- 
nish this protection. 

While I do not believe in a rule requir- 
ing that there be a certain number of serv- 
ice station subscribers on each line, I see 
no objection, and some advantages, to a 
rule providing that each service station 
line shall be required to pay a minimum 
amount, irrespective of the number of 
service station subscribers on that line. 

No matter what the cause, a telephone 
company is always blamed for interference 
in its service. To guard against such in- 
terference the company should have abso- 
lute control over its facilities. It should 
have a rule that all unauthorized attach- 
ments with its lines or instruments are 
absolutely prohibited. 


pany 


It should also have 
a rule covering notice tc be given to the 
company of complete failure of service and 
the abatement of the rental charge during 
the period the telephone is out of service. 

Although I realize the rule would rarely 
be invoked on account of the difficulty of 
supervising the calls, I like a rule provid- 
ing that the continuous use of a party line 
is limited to five minutes. Such a rule 
might sometime aid the company in cor- 
recting certain party line abuses. 

To such companies as furnish free serv- 
ice to neighboring exchanges, a rule limit- 
ing the time of each message is highly 
desirable. The company might well pro- 
vide that all overtime on such messages 
between exchanges will be charged for at 
the regular toll rate. Such provisions 
would tend to relieve the congested condi- 
tion of the circuits and thereby improve 
the service furnished to the public. 

The commission by general order No. 
109 has set forth certain provisions that 
the companies may require of subscribers 
in establishing credit. This order is not 
mandatory, but I believe that if a com- 
pany desires to take advantage of these 
provisions it should file rules 
them. 


covering 


The order provides that every present 
subscriber who may become delinquent for 
more than ten days in the payment of his 
bill, and every subscriber, 
required to establish credit. 

The order provides that the subscriber 
may establish credit by compliance with 
any one of the following conditions: 


new may be 


1. If he shall furnish references as 
to his credit and the utility, after pru- 
dent investigation, shall 
believe that he is entitled to credit. In 
the application of this rule, care should 
be taken to prevent unjust discrimina- 
tion between patrons. 

2. If he makes a cash deposit in 
iccordance with the requirements here- 
in. 

3. If he owns the premises in which 
he service is desired. 

4. If he owns other real estate within 
he county, providing his equity, in such 
iroperty is in excess of 2% times his 
(stimated periodic bill. 


The order further provides that in case 
e subscriber has been delinquent three or 


reasonably . 
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more times within the preceding 12 billing 
periods, he may be required to make a 
cash deposit in order to establish credit 
in the class of 


delinquent. 


service for which he is 


The Cash Deposit. 

The amount of cash deposit which may 
be required shall not exceed the sub- 
scriber’s estimated bill for a periodic bill- 
ing period plus 45 days. Interest must be 
paid on the cash deposits made for the 
purpose of establishing credit at a rate of 
not less than 5 per cent per annum. This 
interest shall be computed at least once a 
year and settlement made either by paying 
the amount of interest to the subscriber, 
or by applying the amount of interest on 
the subscriber’s bill. 

If any subscriber having a cash deposit 
with the company shall fail to pay his bill 
within ten days after becoming delinquent, 
the deposit, with interest accrued, may be 
applied to liquidate the amount of the bill. 

When the deposit is so applied to the 
liquidation of unpaid bills, the company 
shall mail to the subscriber a statement 
showing * the amount of the original 
deposit, the amount and dates of the un- 
paid bills liquidated by the deposit, and the 
balance remaining, including interest. 
shall request the sub- 
scriber to restore the deposit to the origi- 
nal amount and shall notify him that serv- 
ice cannot be continued unless the deposit 
restored. Where service has been 
discontinued as authorized by this order 
for failure to establish credit or to restore 


The company 
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a cash deposit, a re-connection charge of 
not to exceed $1 may be made and col- 
lected by the company before service is 
renewed, provided such provision is filed 
as part of its schedule. 

As I have said before, cach telephone 
company should make sure that its sched- 
ule on file with the is com- 
plete in every particular; that it contains 
all of the rates and charges made by the 
telephone company for rendered 
by it, whether for exchange or for toll or 
for miscellaneous charges ; 


commission 


services 


and that it also 
contains all rules and regulations relating 
to these rates and to the conditions of 

Because some companies may feel hesi- 
tant about making this filing because of 
fear of creating a formal case before the 
commission, I will explain the method of 
putting such rates and charges in effect. 

The law provides that all schedules filed 
on 30 days’ notice with the commission 
shall go into effect at the end of 30 days, 
provided the commission does not suspend 
the effective date of the schedule. When 
the company sets forth in its schedule 
being filed, those rates and charges that at 
present are being charged and which do 
not involve any increase in rates to any 
subscribers, the commission generally 
allows the schedule to become effective at 
the expiration of the 30 days, without any 
formal action. 
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The 
the rules and regulations. 


same thing is true with regard to 


Therefore, if a 
schedule is meager at the 


company whose 


present time will prepare a complete new 
schedule. which schedule does not increase 
the rates for 
this 


telephone service, and file 


schedule with the commission under 
the 30-day clause, the great probabilities 
are that this schedule will be allowed to 
go into effect at the expiration of 30 days. 

It is 
that 


ules on tile 


really such a simple proceeding 


every company whose present sched- 


with the commission are not 
complete, should immediately take steps to 
complete its schedules. 

All I have heretofore said has been along 
the line of protecting the company in its 
present rates and charges and it’ its con- 
ditions of service. The company owes to 
the public good. service and to its stock- 
holders a fair return on the fair value of 
its property. Unless the company’s rates 
duty ful- 
company knows the 


are adequate, neither will be 
filled. 
value of its property, it is in no position 


whether or not its 


Unless the 


to say rates are ade- 
quate. 

The value of its property is not neces- 
sarily the book figure because that figure 
may not represent the value of the prop- 
erty The stock and 


bonds or other securities outstanding also 


today. amount of 
furnishes no evidence of the value of the 
property. 

Under the court decisions the present 
fair value is what it would cost to repro- 
duce new the physical property today at 
present prices, less the observed deprecia- 
tion and plus an allowance for working 
capital and going value. It is that value 
on which a fair return must be had. 

In closing. | want to reiterate that each 
company should not only see to it that its 
rates are adequate and sufficient so as to 
enable the company to furnish good serv- 
ice to the public and to pay a fair return 
on the fair value of its property, but also 
to see that its 
commission is 


with the 
so complete that it covers 


schedule on file 


every rate or charge that is or may be 


the company, together with all 
rules and regulations affecting such rates 


made by 


and charges and the conditions of service. 
The company must do this to 
protection it should have. 


have the 


Italian Company Makes 50 Per 
Cent Increase to Capital. 

The Societa Industrie Elettro-Tele- 
foniche at Turin, Italy, has increased its 
capital from 200,000,000 lire to 300,000,000 
lire ($10,526,000 to $15,789,000). This is 
one of the largest of the five private tele- 
phone companies operating in Italy. 

The population of 
abeut 20,000,000, almost half that of Italy, 
and its 


company serves a 


territory includes some of the 
most important industrial districts in the 
country. The will be 


used for an extensive telephohe develop- 


increased capital 


ment program. 














Here and There in Telephone Work 





Attendance Records of Operators 


of Chesapeake & Potomac Co. 
Devotion to nothing new 
among telephone employes, but the service 
record of Miss Ella Hicks of Chesterton, 


Md., is outstanding. Miss Hicks, who en- 


service is 

















Miss Ella Hicks, Operator, Chesapeake & 
Potomac Telephone Co., Chestertown, 
Md., Who Has Perfect Attendance 
Record Since Employment on 
October 6, 1913. 


tered the service of the Chesapeake & Po- 
tomac Telephone Co, October 6, 1913, has 
not missed a day from her regular tour 
of duty at the switchboard during that 
time, vacations excepted. Other Maryland 
employes with perfect attendance records 
include Miss Marian Bell, chief operator 
at Lonaconing, who has a perfect attend- 
ance record since November 1, 1919, and 
Miss Rose Dusek, operator, Wolfe central 
office, Baltimore, since June 10, 1921. 

Telephone employes in other parts of 
the Chesapeake & Potomac company’s ter- 
ritory with outstanding attendance records 
are Miss Jane Latham, supervising traffic 
clerk at Richmond, Va., who has _ not 
missed a day from her regular tour of 
luty not counting vacations since April 26, 
1916. Mrs. operator at 
Salem, Va. has a perfect attendance rec- 
ord since April 20, 1921, and Miss Stella 
L. Jones, Boulevard central office operator, 
Richmond, has not missed a day from her 
regular tour of duty since November 15, 
1921. 

In West Virginia, Miss Anna Toomey, 
Warwood, Wheeling chief operator, has a 


Rose E. Sears, 


perfect attendance record since May 16, 
1918: Miss Cora E. operator, 
Parkersburg, has worked her regular tour 


Meyers, 


since August 30, 1920, not counting vaca- 
tions; and Miss Icy Mayne, chief operator 
at Philippi, has a perfect attendance record 
since December 26, 1922. 

Mrs. Alma F. Allen, clerk in the traffic 
superintendent’s office at Washington, D. C,,. 
has worked her regular tour of duty since 
December 15, 1919. Miss Thelma E. Alli- 
son, instructor in the Washington opera- 
tors’ school, has a perfect attendance rec- 
ord since January 1, 1923, and Miss Dora 
E. Loveless, long distance operator, since 
January 29, 1924. 

Self-sacrifice on the part of the tele- 
phone employes is universally recognized. 
Every important event in any community 
brings its flood of telephone calls. Elec- 
tions, both national and state, inaugura- 
tions, Armistice Day, Fourth of July, and 
Christmas celebrations, not to mention in- 
numerable special occasions such as Lind- 
bergh day, Zeppelin flights, and other out- 
standing achievements, make the work of 
the operator doubly hard and necessitate a 
larger number at the switchboards than 
would ordinarily be necessary, which em- 
phasizes the familiar quotation that “some 
must work while others play.” 


Midwest Company Erecting At- 
tractive Building in Butler, Mo. 
The new building for the Midwest Tele- 

phone Co. in Butler, Mo., will be an at- 
tractive addition to the business section of 
that city. It will be a one-story brick 
structure, 50 ft. by 48 ft., facing east. It 
will be constructed of an attractive build- 
ing brick with white Carthage stone trim- 
ming. 

The arrangement of the building has 
been designed to give the most convenience 
and comfort. The entrance for the public 
will be located at the southeast corner, giv- 
ing access to the general office, the public 


telephone booths and the private office of 
the district manager. 

The employes’ entrance will be at the 
northeast corner leading directly into a 
restroom for the employes, especially de- 
signed and fitted for their comfort. A 
door leads from the restroom to the room 
in which the switchboards are located, this 
room being open to the view of visitors 
to the general office. 

The terminal rooms and other rooms 
housing the heating plant and operating 
equipment will be located on the west side 
of the main structure. 

Just west of the main structure will be 
a garage with a capacity for three cars or 
trucks. A basement under the main 
structure will be used for storing mate- 
rials and for workshops. 

Work on the building is 
rapidly. 


progressing 


Central Office Dynamo—Magnetic 
Field Frames. 

By Joun A, 

As stated in preceding notes, the mag- 

netic circuit of the central office battery- 

charging dynamo may be 


3RACKEN. 


considered ‘as 
made up two parts, one of which moves 
with respect to the other. 

carrying the 
already 


The armature 
core, armature 


has 


windings, 
discussed; the other 
part of the magnetic circuit, called the 
field, consists of the field frame or yoke 
and pole pieces. 

The the yoke is 
made is usually cast iron or a casting of 
material similar to malleable This 
is generally called cast steel. It is, how- 
ever, of quite another quality than hard 
steel, such as is used for tools and per- 
manent magnets. 


been 


material of which 


iron. 


In some cases the dynamo magnetic 


frames are made of cast steel; in other 
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cases, cast iron is used with advantage. 
Cast steel has much higher permeability 
than cast iron. Because of this fact the 
yoke of steel, to carry a definite mag- 
netic flux, is much lighter than would 
be the case if iron were used. 

Owing to it being advantageous to 
keep the cross section of the magnetic 
field poles as small as possible, they are 
not cast as part of the yoke, but are built 
separately in laminated form of soft sheet 
iron and bolted to the yoke. 

The laminations of which the field poles 
are built are so shaped that when they are 
assembled, projections called pole shoes 
are formed. The functions of the pole 
shoe are to hold the field winding in place 
and to increase the effective area of the 
air gap (the space between the field poles 
and the armature core). 

Besides the main field poles, some mod- 
ern battery-charging dynamos have an- 
other set of poles. They are very nar- 
row, compared to the main poles and are 
placed on the yoke midway between the 
main poles. These small poles are known 
as commutating poles and are also called 
auxiliary or inter-poles. The object in 
using commutating poles is to produce 
sparkless communication, which would 
otherwise be difficult or practically impos- 
sible of attainment. 

The number of main and commutating 
field poles used depends upon the capacity 
of the dynamo and the speed at which it 
is designed to operate. The number of the 
field poles is always even. They, of 
course, must go by pairs as for every 
north pole on the dynamo there must be 
a south pole. 


The Decibel; Electrical Unit 

Named for Telephone’s Inventor. 

Ever since there has been anything 
which could be called the science of teleph- 
ony, engineers have been concerned about 
finding a unit which could be used to 
measure the transmission over circuits and 
apparatus. It may be sufficient to the pub- 
lic and to most of us to define transmis- 
sion as merely “good,” “fair” or “rotten.” 

To the telephone scientist who has to 
develop equipment and to the engineer who 
has to see that it works properly, such 
units of measurement are hardly good 
enough. A measuring stick is needed 
which will express in terms of a definite 
unit just how good or how poor the 
transmission may be. H. R. Fritz, general 
transmission and protection engineer, South- 
western Bell Telephone Co., outlines the 
evolution of transmission measurement 
units in The Southwestern Telephone 
News as follows: 

At first telephone engineers expressed 
transmission terms of miles of No. 19 
gauge cable. This happened to be the 
handiest unit available as nothing but No. 
19 gauge cable was used in the plant. 
Consequently, we became used to saying 
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that the transmission of this circuit or that 
piece of apparatus was so many miles of 
No. 19 gauge cable. What we meant was 
that the transmission over that particular 
circuit or piece of apparatus was the same 
as through so many miles of No. 19 gauge 
cable. 

Since then, many other kinds of cable 
have been developed and are now in use 
in our plant. Besides there are the several 
sizes of open wire and all of the vast 
array of special equipment that goes to 
make up the modern telephone system. So 
it became rather awkward to try and ex- 
press transmission in terms of a particular 
type of cable that was not even manufac- 
tured any longer. Nor was the mile of 
cable a scientific unit, for it did not give 
the number of units of transmission but 
merely compared the transmission of one 
thing to something else. 

Several years ago the Bell engineers set 
up and defined a real unit of transmission. 
This unit is defined in mathematical terms 
and can be used to express the transmis- 
sion of any part of the telephone plant 
without comparison with any particular 
cable or other part. No name was given 
the unit for the time being and it was re- 
ferred to merely as the “Transmission 
Unit” or T. U. 

Meanwhile, European engineers had 
been using a unit of transmission differing 
from that in this country. It was called 
the “Napier.” Although a scientific unit 
and suitable for the measurement of trans- 
mission it was inconveniently small. 

Through the International Committee 
for Long Distance Telephone Service, en- 
gineers from the A. T. & T. Co. have been 
trying to have the transmission unit made 
an international standard and a name ap- 
plied to it. Since it was considered un- 
desirable by some of the European coun- 
tries to change from the present use of the 
“Napier,” it was decided to adopt both 
units, each country determining which it 
would use. 

Unfortunately, the T. U. is about 8.9 
times larger than the “Napier” and for in- 
ternational service it would cause confu- 
sion to use indiscriminately both units. So 
it was decided to set up a unit, to be called 
the “Bel” and make it equal to 10 T. U. 
Thus, the “Napier” and “Bel” are ap- 
proximately equal, at least on speaking 
terms. 

This country will, of course, continue to 
use the transmission unit. In order that 
we may not have to change our ideas 
of transmission, the “decibel” has been 
adopted for the Bell system. The “decibel” 
is equal to one-tenth of a “bel” and there- 
fore equal to one T. VU. 

In this way, we have acquired a name 
for the transmission unit without having 
made any change in its magnitude. Quite 
appropriately, the official name for the unit 
is based on the name of the inventor of 
the telephone. In order to avoid confusion 
with the use of “Bell” in referring to the 
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Bell system, and other uses, the unit is 
spelled with only one “1.” 

The decibel thus takes its place in the 
long list of electrical units that are named 
for persons famous in the development of 
electrical science. Among common units 
named after such men are the volt, the 
ampere, the watt, the ohm, the farad, etc 

Until Bell’s name was associated with 
the “decibel” only one American had been 
so honored. Joseph Henry, who did no- 
table work in the field of electromagnetic 
induction, has named for him, the henry, 
which is in the unit of inductance. 

The “Napier” used so generally in Eu- 
rope is named after Napier, a mathemati- 
cian, who developed a system of  loga- 
rithms. Since the “Napier” is expressed 
in terms of logarithms, Napier’s name has 
clung to the unit. There is, of course, no 
reason to name it after the mathematician 
who lived long before telephone commu- 
nication was even dreamed of. Incidentally, 
the International committee has decided to 
change the spelling to “Neper.” 

For those who are mathematically in- 
clined, the following are the scientific defi- 
nitions of the two units: 


P, 
Nepers — 1% loge 
P, 
P, 
— 1.151 log — 
2 
P, 
Decibels =10 logw— 
P; 
P, 
Bels = logie —_ 


2 
where P; and P: are any two powers 
measured at the input and output of a cir- 
cuit or piece of apparatus, or at any two 
points along the circuit. 


Welcome to New Stockholders a 


Growing Practice. 

A number of corporations are adopting 
the practice of welcoming new _stock- 
holders. Many telephone companies have 
followed this practice with good results. 

A relatively new aspect of this practice 
has recently been introduced by the Zonite 
Products Corp., which sends a_ specially 
wrapped packet containing a full-sized tube 
of Zonite ointment and a neat little bottle 
of the Zonite liquid preparation. 

With these samples goes a_ personal 
note and a suggestion that friends of the 
new stockholders be made acquainted with 
the two products, if they are not already 
users. 


Oklahoma Association to Hold Its 


Convention in March. 

The 11th annual convention of the Okla- 
homa Utilities Association will be held at 
Oklahoma City, March 12, 13 and 14, 1929. 

Much preliminary work has already 
been done in securing speakers and making 
other arrangements, 











Public Relations Created by Operator 


Operators Are Responsible For Creating Feeling the Public Holds Toward 
Company—Many Factors Which Reflect on Service—Qualities Essential to 
Good Service—Paper Read at Iowa Convention Traffic Meeting 


Chief 


Public relations is probably one of the 
most important phases of telephone work 
today. Our one big aim is to satisfy our 
How close do we come to fulfill- 
ing this aim? We cannot be the judge, 
but must find out in various ways from 
those to whom we owe this service. 


public. 


Our operators are almost entirely re- 
sponsible for creating and maintaining the 
feeling the public holds toward our com- 
pany. They are our salesmen, selling our 
business in much the same manner as 
those of other companies, but with the 
disadvantage of not meeting their public 
face to face. 

The voices are the only 
means they have of displaying their com- 
pany’s merchandise. What they carry 
across space to our subscribers forms their 
impression of our service. It has been 
said that a person is judged by the com- 
pany he keeps. Isn't it true then that a 
company is judged by the employes it 
keeps ? 

Our equipment may be in the best con- 
dition, our lines always in order and our 
trouble complaints taken care of promptly, 
but what will we gain by this if we do not 
have operators who are cooperating with 
our subscribers? However, this can be re- 
versed; it is impossible for our operators 
to render the service we desire to give un- 
less the lines and office equipment are kept 
in order. We will have to cooperate with 
our girls that they in turn may cooperate 
with those whom they come in contact so 
many times each day. 


, 
operators 


I sometimes wonder if we realize how 
much our attitude toward our girls and 
the office conditions reflect on our service. 
Our girls come to work full of pep and a 
willingness to serve, but this feeling may 
be shattered in a very few minutes by 
some carelessness or negligence on the 
part of a superior. It might be driven 
away by sitting in a _ poorly-ventilated 
operating room, by using a. headset that 
you, as her superior, have neglected to 
have repaired, or even by an uncomforta- 
ble chair that she has to use. 

These may seem like very small things 
to us, but we must remember that some- 
times it is the little things that are the 
most provoking. Unless our girls are con- 
tented we are not giving service to the 
public. 

The pleasant voice is very valuable to 
us in any kind of work, but I can think 
of no work where it proves quite as worth- 
while as it does in telephone operating. 


By Miss Ruth Foster, 


We will find that it is very hard some- 
times to be courteous to a subscriber who 
is irritable and discourteous to us, but I 
believe we will find in almost every case 
that the public will react to our kindness. 

I was visiting a friend of mine some 
time ago and had occasion to use the tele- 
phone while I was there. She was ona 
party line and as it happened when I took 

















“Public Relations Is a Problem That 
Everyone Must Take a Part in If It Is 
to be Satisfactorily Solved,’ Says Miss 
Foster. ‘‘We Must Know Ourselves That 
We Are Giving Good Service—Then We 
Will be Able to Convince the Public.” 


the receiver off the hook I heard some one 
using the line. I was just ready to hang 
up when my attention was attracted by 
the rough manner in which the subscriber 
was talking. 

From his conversation I knew he was 
talking to an operator, and, being inter- 
ested in the problems of telephone opera- 
tors I thought I would do a little eaves- 
dropping. The operator had told him that 
he was calling a wrong number, but he 
Was positive that the number he was call- 
ing was correct and ordered her in a very 
rude manner to ring it for him, because 
he was in a hurry. She was an operator 
ir a small exchange and kad no superior 
to whom she might refer this case, so she 
had to proceed in the manner she thought 
best. 

She asked him for the name of the party 
that he was calling, but he told her in a 
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Operator, Appanoose County Telephone Co., Centerville, Towa. 


very ungentlemanly way that it was not 
necessary for her to know that and all he 
wanted was his number. Anyone hearing 
his part of the conversation would have 
thought that she would have given way 
to her temper by this time, but she did 
not. 

She had a note of determination in her 
voice 





that of winning her subscriber and 
not aggravating him. Her voice expressed 
no excitement and was very smooth and 
even as she asked him a second time for 
the name of the party he wished to call. 
He hesitated a minute and then said very 
abruptly, “I want the Jones Insurance 
Office.” The operator said, “The Jones 
Insurance Office number is 581; I will ring 
it for you.” 

Her subscriber said, “Well, operator, I 
knew that was it all the time. That really 
is the number I was thinking of, but I 
just got my one before my eight instead 
of after it, and I guess that would make 
a difference to you, wouldn’t it?” While 
he was waiting for his number to answer, 
he thanked her and there was such a dif- 
ference in his tone of voice that I hardly 
recognized it as the one I had heard when 
T first heard him on the line. 

Had she tried to convince that man he 
was wrong by arguing with him, he would 
have remembered her as a “hard-boiled” 
operator and probably held a_ grudge 
against the company she worked for that 
would remind him of this instance every 
time he used his telephone; but because she 
was kind and helpful to him he cheerfully 
acknowledged his mistake and will in the 
future be more certain of the number be- 
fore he makes a call. 

The people of today are generally in- 
terested in getting the best of everything. 
If a person wishes to purchase an article 
he goes downtown to a store where there 
are a number of things to select from and 
finally chooses the one that appeals to him 
most. 

When he goes to the telephone he knows 
he must give his number to the operator 
he hears on the other end of the line. 
I wonder if she sounds to him like the girl 
he would choose if it were his privilege. 

There are three principal qualities that 
our public demands for what they call 
good service. These are courtesy, speed 
and accuracy. 

Courtesy is one characteristic that is 
oftentimes not given the consideration 
which should be accorded its importance. 
Recently I met a man on the street who 
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told me what he thought was a very good 
joke. He had placed a call to a man ina 
nearby town with whom he was doing 
business and had reversed the charges on 
his call, but rather doubted that the other 
party would accept them. 

However, the operator gave him no re- 
port of that kind when she told him she 
was ready on his call. During the con- 
versation the party he had called ques- 
tioned him as to why he had asked him to 
pay for the call. He told him he did it 
only to see if he would do it. Then he 
thought probably he was doomed to pay 
for it after all but was quite amused when 
he said, “Well, if that operator hadn’t 
been so nice when she asked me to pay for 
it, I know I wouldn’t have done it; but I 
didn’t think of refusing anything that had 
been asked for in such a pleasant manner.” 

I have heard that man tell the same 
story since, and he never fails to give the 
operator all of the credit for saving him 
the price of his call. 

Speaking of speed, I am sure that by 
the short and simple methods of operating 
that are being introduced in our toll work 
we are not only gaining more business for 
our company but we are gaining improved 
public opinion. When we first began to 
use the C. L. R. method of operating, this 
incident happened one day: 

One of our subscribers who had learned 
our operators’ voices, when placing a call 
asked for the other operator instead of giv- 
ing his call to the one who had answered 
him. She told him that she was busy and 
asked him if he would give his call to her, 
so he did. She dismissed him and told him 
that she would call him. 

Then he said to her: “Operator, that is 
the reason I asked for the other girl, be- 
cause I thought she would let me wait on 
the line as she did yesterday and I would 
get my call through so much sooner.” 

We explained to him that we would al- 
ways let him hold the line when it was 
possible, but at this particular time our 
circuits were busy and we would have 
to call him. 

This man noticed he had been given 
speedier service than usual and really felt 
that particular operator was taking a per- 
sonal interest in his call. The operator 
who makes her subscriber feel that she is 
serving him individually instead of a mass 
of people is the one who has won her 
public. 

It was evidently that man’s opinion that 
he had been given this service because 
that particular operator was more inter- 
ested in his call than the other one. Some- 
times our patrons do misunderstand the 
difference they receive in operating and in 
cases of this kind blame the operator when 
she is not at fault. 

One very good way of remedying this 
is to talk about our work in public. I am 
sure that we have all been places where 
the discussion of some telephone phase has 

een started. Often it is some one who 
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. has been dissatisfied with his service just 


because he is ignorant of telephone meth- 
ods. If we use tact in explaining to such 
people their mistakes we will find they are 
usually very interesting listeners. 

One of our operators was in a place of 
business the other day where a lady asked 
if she might use the telephone. She was 
a non-subscriber and as she was talking 








What Publicity Can Tell. 

It is not alone necessary that a com- 
pany build a good product, advertise 
and sell it. The public today wants to 
know what is back of the product. How 
is the company managed? How does it 
treat its employes? What is its finan- 
cial position? Of what good is it to 
community and society? 

Here publicity enters. It tells of these 
things and creates goodwill. Publicity 
paves the way for advertising and sales. 
The customer knows beforehand the 
standing of the company, and is more 
receptive.—John F. Toedtman. 








to a nearby town the operator told her 
there would be a 10-cent charge on the 
call. She asked her if she would have 
Mrs. Brown O. K. the call as was the 
custom from our business telephones. 

Mrs. Brown stepped to the telephone and 
without waiting for the operator to notify 
her that there was a charge and give her 
the amount of the charge, said, “Operator, 
that is all right,” and left the telephone. 
The operator naturally supposed that Mrs. 
Brown understood all the call as 
she didn’t ask any questions, so the call 
was completed while the party held the 
line. 

After she had finished talking, she 
started to pay for the call but instead of 
taking her money, Mrs. Brown said, “No, 
there isn’t any charge on your call if I 
O. K. it, because this is my telephone.” 
After the lady had gone the operator, who 
was in the shop, explained to Mrs. Brown 
that the operator had asked her to O. K. 
the call so that she would know that a 
charge had been made to her telephone 
and would collect it. 

She was very much surprised to learn 
that she would have to pay for that 
woman’s call and said she understood now 
why she had been paying so much on her 
telephone bill that she could not account 
for. She seemed to appreciate it very 
much that she had told her about it and 
thanked the girls several times before she 
left her shop. 

Accuracy in our telephone work is not 
entirely dependent on the operator. Many 
times we are unjustly criticized for a mis- 
take that a subscriber has unconsciously 
made and probably never realizes. As in 
the case where the subscriber was revers- 
ing the digits in his number, he might 
have reached a wrong number through no 


about 
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fault of the operator, but probably would 
have blamed her for his error. 

It is cases of this kind that are hard for 
us to counteract, but by cultivating ac- 
curacy ourselves people will have so much 
less to contend with than if they had our 
mistakes and theirs also to endure. 

We have just discussed courtesy and 
speed in relation to our subscribers, but 
in how many cases will they that 
we answer them in a pleasant voice or that 
we ring their numbers 
they reach the wrong number? 


notice 


immediately, if 
We may 
have put up our connection so speedily 
that we failed to take a busy test and our 
subscriber was allowed to listen to some- 
one’s else conversation. We know this 
might often cause serious trouble to those 
making the call and many times t 
our company. 

Public relations is a problem that every 
one must take a part in if it is to be sat 
isfactorily solved. We must 
selves that we are giving good service 
then we will be able to 
public. 


us or 


know our 


convince the 


By the public we mean the general pub- 
lic; of course, we all have individuals that 
do not know what the word satisfaction 
means. An individual of this kind en- 
tered our office one Monday morning t 
have his telephone removed 
could not get service. This man wished 
to get the doctor at a time when the doc- 
tor and his family were all at church. The 
operator had reported this instance to us 
early in the morning, so we had the in- 
formation on his call before he came to 
the office. We explained to him that every 
possible effort had been made to get the 
doctor for him. 

That man left our office a satisfied sub- 
scriber and has for many years kept his 
telephone bill paid 
advance. 

This proves that it is possible to give 
satisfaction in the most unusual cases. 
If we cultivate speed, accuracy 
courtesy I believe we can feel that public 
satisfaction 


because he 


up two months in 


and 


is assured. 


Method for Local Operating. 

By Miss Ciara M. Srrike, 
Chief Operator, Central Cities Telephone 
Co., New Hampton, lowa 
One of the first things to be considered 
in learning to become an operator is the 
proper way to speak over the telephone. It 
is very important that we pay strict atten- 
tion to our tone of voice and cultivate as 
pleasing a voice as possible. We should be 
very careful not to speak too loud, yet 
speak clearly and distinctly. When it be- 
comes necessary for us to speak louder we 
must not raise the pitch of our voice, for 

that gives it a harsh, raspy, sound. 
Remember that we operators are not vis- 
ible to our patrons, so let us show that we 
are attentive and interested in our work by 
putting that quality into our voices which 
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will convince the public of our desire to be 
courteous and willing to serve. 

A mechanical, indifferent tone of voice is 
exactly as unattractive as a blank, ex- 
pressionless face. On the other hand, an 
agreeable, expressive voice will impress the 
patron favorably, sometimes in spite of him- 
self. We should speak slowly. By that I 
do not mean so slowly that our words 
should drag, but so that each word and 
syllable will be clearly understood. 

Let us ask ourselves these two questions : 
“What do people think of me when they 
hear me speak?” “Is my voice pleasant 
or does it sound disagreeable?” We, as 
operators, have an opportunity to cultivate 
a pleasing voice: so let us make the most 
of our opportunity. 

The next important point to consider is 
phraseology. We should always remember 
to use the phrases the company has pre- 
pared for us. They are much more cour- 
teous and “right to the point” than any 
words that we might choose. It is very 
necessary that we learn those phrases and 
use them correctly and constantly each day. 
We have certain phrases that we must use 
in our toll operating and it is just as im- 
portant that we use the correct phrases in 
our local operating. 

Courtesy is defined by Webster as: re- 
spect, good manners, good breeding, polite- 
ness, good temper, good humor. 

What a wonderful world this would be 
if we were always courteous. It is easy to 
be courteous when some one is courteous 
to us, but the real test comes when we 
come into contact with people who are not. 
When we think of the hundreds of sub- 
scribers that are always kind and cour- 
teous it is easy to forgive the few who are 
not. I believe that every town has a few 
people hard to satisfy and nothing you do 
seems to please them. But let us be kind 
and remember that a “Soft answer turneth 
away wrath.” 

Courtesy in telephone work is the foun- 
dation upon which rests a dependable serv- 
ice. If operators speak in a flippant, impa- 
tient, hurried manner, subscribers judge the 
company’s policy accordingly. Every com- 
pany wants and should have the good will 
of the public. A great deal, in fact almost 
everything, depends upon the efficiency of 
the operators. 

We must never fail to acknowledge our 
subscriber. There may be times, especially 
when we are very busy, that we would be 
inclined to ring numbers without saying 
“thank you.” This must never happen. 
The subscriber knows by our acknowledg- 
ment that we have heard his request and if 
a “by” report is not given, that we are 
ringing the number. If the called number 
does not answer we must not fail to tell 
the subscriber, “They do not answer.” We 
must make our subscribers feel that we 
are personally interested in the completion 
of each one of their calls. 

This cannot be carried out successfully 
unless we supervise properly. We must 
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never lose sight of the fact that a connec- 
tion established is only half of our responsi- 
bility. Each connection must be supervised 
until the called party answers or until we 
have given a report. We cannot always de- 
pend upon our recalls, so that makes it 
necessary .for us to supervise the entire 
time the connection is up. When we fail 
to do so we give poor service. 

Each of us has a certain place to fill 
in this world and it does not matter so 
much what we do as how we do it. If we 
are to be an operator, then let us strive 
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to be the very best operator possible, which 
can only be accomplished by following 
our “Standard Method of Operating.” 


Flu Hits Traffic Department of 
Illinois Telephone Association. 
Dorothy H. Van Ert, head of the traffic 

department of the Illinois Telephone Asso- 

ciation, is a patient in a Springfield, IIL., 

hospital, a victim of the influenza epi- 

demic. It is hoped that she will be soon 
able to resume her activities in directing 
the traffic work of the Illinois association. 




















in their contacts with us. 
her.” 


the-bone peculiarity.” 


we dislike affectation! 


accepted by people, in general. 


contacts. 
“off with the old, on with the new.” 


us? 


y-yours?” 


“Why, yes, of course.” 
“W-well, t-that’s your peculiarity. 





OUR PECULIARITIES 


By Miss Anne Barnes, 
Traveling Chief Operator, lowa Independent Telephone Association, 
Des Moines, lowa 


Peculiarities are nothing else but cultivated hobbies. 
has some peculiarity; some are good, some are not so good, some bad. 

If we would be nice and comfortable to get along with, we should try to 
overcome any peculiarity which makes people feel constrained and unnatural 
“She is peculiar. 
How often we hear that remark. 
There are folks whose peculiarity is what may be termed as a “bred-in- 
These folks are always a little difficult to get along 
with, for their peculiarity is always so visible and incontestable. 
of its presence is emphasized in their dress and manners. 
it aside or try to keep it in the background in their contacts with other 
people, even with people whom they are meeting for the first time. 
their way of thinking and doing, if there is any fitting to be done. 

Sometimes I wonder if they are conscious of how they limit their own 
happiness and satisfaction in their human contacts. 
going half-way a few times, life would take on a different meaning for them. 
How much they are missing, after all. 

Then, there are the folks who affect a peculiarity—a mannerism. How 
Of course, it is impossible to be natural with such 
people, for they are not natural with us. 
be bothered whether anyone likes them or not. All they want is to be noticed. 

They never feel the joy of understanding contacts. 
to know, but how can we know them when they maneuver all their deals with 
us back of their mask of mannerism? 

I have in mind certain other folks whose peculiarity might be termed 
“freakishness.” They take up every new-fangled thing that comes along. It may 
be a style of hair or dress, or slang phrase or, in fact, anything that is not 
Such affectation, they seem to feel, makes them 
appear original, distinct, different from others. 

They do not care that their affectations cannot possibly harmonize with 
the customs, thoughts, ideals, or likes of those with whom they have daily 
Their chief concern is always to be a little before anyone else in 
Such people wear out their welcome with 
us long before they cease to have daily contact with us. 

In time, they grow sorry for themselves because they feel that they are 
not understood. How can we understand folks who have never been real to 
The average person is likeable if he or she is just natural. 
something so wholesome in naturalness. 

But I cannot begin to tell you about all of the peculiarities of folks, so 
I will close with this little story from “Rays of Sunshine,” which discloses 
one of the rather ordinary peculiarities of some folks. 

A young man criticized a mere acquaintance who stammered. 
find that impediment in your speech very inconvenient at times,” he remarked. 

“Oh, n-no. Everyone has his peculiarity. S-stammering is mine. W-what’s 


“I’m not aware that I have any,” replied the first man. 
“D-do you stir y-your coffee with your r-right hand?” 


Most people use a t-teaspoon.” | 


Nearly everybody 


Be careful how you approach 


The prooi 
They never set 


Ve fit into 


If they would only try 


They like themselves too well to 


They might be nice 


There is 


“You must 












































The Value of Training in Plant Work 


Importance and Meaning of Education in Plant Work—Development of Prac- 
tical Skill Undertaken as Well as Mental Enlightenment—Qualities Which 
Go to Make a Successful Instructor—Beneficial Objects of a Training Course 


By J. A. Bracken, 


Instructor, Michigan Bell Telephone Co., Grand Rapids, Mich, 


In the earlier stages of telephonic his- 
tory, success in advancing the-art fell to 
the lot of those dominant personalities 
who not only had vision as to the future 
of the telephone, but also that much rarer 
quality of seizing opportunities when they 
presented themselves. 

As the pioneer days passed away and 
opportunity had to be created rather than 
seized, there naturally and inevitably en- 
sued the period of organization in the tele- 
phone industry when coordinated bodies of 
men essayed to supplant the work of in- 
dividual geniuses. In the past quarter cen- 
tury the telephone industry has undergone 
a significant development. From being a 
comparatively simple undertaking it has 
become a big, complex, highly-organized 
enterprise. 

Today the trend in the telephone indus- 
try, like other industries, is toward broad- 
er education of the employe. A _ broader 
education is needed because it informs and 
interests, and makes for happiness and ef- 
ficiency. The thinker in the telephone field 
today, especially those engaged in plant 
work, are becoming more and more en- 
lightened as to the value of education in 
their particular line of work. Conse- 
quently, their attitude toward it is under- 
going progressive revision. 

The business of furnishing satisfactory 
telephonic communication service to a com- 
munity, involves many ramifications of hu- 
man knowledge relative to this industry; 
and the young man beginning that which 
may be his life work, with hopes to pass 
beyond the limit of any one department 
to reach a place where he may supervise 
or manage several departments, must ac- 
quire knowledge and experience in all of 
them. 

There are many aspects of plant manage- 
ment difficult of classification. Many of 
these have to do with welfare, wages, 
and working conditions of employes, ac- 
cident prevention, performances of con- 
struction, installation, and maintenance 
and its effect upon the service rendered to 
the subscriber. While there is no exag- 
geration as to the magnitude of the func- 
tions that must be performed and super- 
vised in plant work, familiarity with these 
intricate problems is not acquired at once. 
The necessary knowledge and experience 
comes gradually, by observation, by educa- 
tion, and by practice. 


; Education. 
The importance of providing a system- 


actic method of educating employes in the 


different phases of plant work is proved 
by all the facts of experience. We know 
that before a man is capable of efficiently 
doing construction, installation or main- 
tenance work, whether he has been in the 
business for some time or comes in abso- 
lutely new, he needs a greater or less 











Hard Work, Keen Intelligence, 
Unflinching Will. 


Extend pity to no man because he 
has to work. If he is worth his salt, he 
will work. I envy the man who has 
work worth doing and does it well. 

There never has been devised, and 
there never will be devised, any law 
which will enable a man to succeed save 
by the exercise of those qualities which 
have always been the prerequisites of 
success, the qualities of hard work, of 
keen intelligence, of unflinching will.— 
Theodore Roosevelt. 








, 


amount of “educating”; that is he needs 
training. 

The kind he needs and how much, de- 
pend on what he already knows; but he 
always needs some training so as to do his 
work better, for if knowledge remains in 
the mind of the individual as mere knowl- 
edge, it has not reached its degree of ser- 
vice to the company. To this end, tele- 
phone companies have established on their 
own premises, schools which their plant 
employes attend. 


True education in plant work cannot be 
defined in such academic terms as credit 
hours, class periods, courses of study, and 
textbooks, although these things are neces- 
sary. Education in plant work, if it 
means anything, means daily schooling in 
the art of doing each assignment care- 
fully, quickly, economically, and in ac- 
cordance with standard practices. 


Ample opportunities for practice are in- 
cluded in a course of procedure under 
conditions most favorable for reducing 
them to habits of conduct. These habits 
of conduct are acquired under situations as 
like those on the job as possible, in order 
to be carried over most effectively into 
the student’s daily work. 

The plant employe’s education then, is 
concerned not only with mental enlighten- 
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ment, but the development of practical 
skill also. 

It might be said that two teaching ele- 
ments are recognized in the training of 
men for plant work—the classroom, and 
the “school of experience.” An electrical 
engineer is not made in college; his educa- 
tion goes on after he enters the field. But 
the practical wisdom, the scientific con- 
clusions of the engineering profession, 
having been gathered up, through a corps 
of trained instructors, are instilled into the 
mind of the student while in college. He 
is thereby able to begin his work in the 
field of engineering. 

So too, of the plant man. He may not 
be made in the classroom, but the practical 
knowledge and wisdom of the telephone 
business having been gathered, formulated, 
and imparted to him in the classroom, he 
emerges armed with practical knowledge 
and information and better able to begin 
the work assigned to him. 


The Instructor. 
Emerson has said: “Nothing great was 


ever achieved without enthusiasm.” It 
may be said with equal truth, that nothing 
worth while in a course of instruction in 
the plant was ever achieved except by en- 
thusiastic instructors. Enthusiasm will 
not only carry the instructor through, but 
enthusiasm is catching. A teacher must be 
more or less able to lead other men; and 
of all forces that goes toward making a 
leader, enthusiasm stands first. If one is 
enthusiastic over a certain proposition, he 
will impart some of his enthusiasm to 
others. 

The more an about 
instructing and what he is teaching, the 
more interested he will be. The once popular 
idea that there is a knack about teaching 
still preserves to some extent, when in 
truth it is a business where success is won 
only by patient, carefully-planned and in- 
telligently-carried out methods involving 
the avoidance of any waste of human ef- 
fort. 

Not only must the plant 
teacher believe in the value of his course, 
but he must make others appreciate this 
value. In order to do this, the instructor 
must also be a salesman, capable of sell- 
ing the course to each student; for the 
latter is often a man already skilled in 
some sort of plant work, with his own 
methods and beliefs. 

Bringing him into school for additional 
training, looks to him like a waste of time. 
Therefore, the instructor make 


instructor knows 


successful 


has to 
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plain the advantages of receiving addi- 
tional training that embodies the latest 
and best practices, and to teach him to 
think straight in working out his prob- 
lems in the field. 

The plant school furnishes suitable units 
of worth-while subject matter in order 
to make possible the realization of the 
aims and principles under study. This unit 
of subject matter is built up out of some 
actual plant situation resulting in gen- 
uine satisfaction to the student. 

This calls for much thought and plan- 
ning on part of the instructor, and the 
success or failure of such planning de- 
pends upon the extent to which the stu- 
dent enters into the work. The result all 
hinges on the skill with which the instruc- 
tor launches the projects. 

The essential thing in the success of any 
course of instruction in plant work, either 
in the classroom or outside, is the crea- 
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tion of an esprit de corps, where each em- 
ploye feels a personal interest in the suc- 
cess of the company. Such a spirit can be 
created by the genuine interest of the 
teacher. 

The manipulative skill of the employe 
requires to be supplemented by classroom 
instructions in the principles underlying 
standard practices. This then is the pri- 
mary object of a training course for the 
plant employes, and is to raise the level 
of the efficiency of each individual to a 
point where he can perform his work in 
the best possible way. If the employes of 
the telephone company are so trained that 
they thoroughly understand what is taught, 
they are unlikely to waste time and mate- 
rial in the performance of their duties. 

The purpose of training is, in the intel- 
ligent co-ordination of all the various 
phases of plant work, to produce the most 
economical and efficient construction, in- 
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stallation, and maintenance results. Con- 
secutive and logical thinking can be made 
an instinctive impulse in most plant em- 
ployes by teaching them, to ask the whys 
and wherefores of every new proposition 
presented to them, and endeavor to analyze 
its possibilities and its limitations, so that 
they may intelligently proceed in its ex- 
ecution. 

Whatever time and effort is spent in 
training plant employes is well worth the 
investment; and the less time taken to 
train them; if it is well done, the quicker 
they get to full production capacity. 


American Program Service Asso- 
ciation to Hold Meeting. 

The American Program Service Asso- 
ciation, J. A. Gustafson of Abilene, Kans., 
president, has announced, will meet at the 
Sherman Hotel, Chicago, on Friday and 
Saturday, January 25 and 26. 























The officers chosen were: 


| 

| 

| 

- 

of exchanges, M. T. 

| Gann. President Woods said: 


over 8 per cent on it.” 
x * x 


| From the issue of TELEPHONY dated January 9, 1909, are 


The Lincoln Telephone Co. and the Western Telephone 
(o., both of Lincoln, Neb., have been consolidated, with 
an authorized capital stock of $2,500,000, the new corpora- 

tion to be called the Lincoln Telephone & Telegraph Co. 
President, Frank H. Woods; 
vice-president, S. H. Burnham; secretary and treasurer, 
C. J. Bills; general manager, L. E. Hurtz; superintendent 
Caster; traffic manager, Geo. K. 
“We have over a million 
of stock now paid for, dollar for dollar, and we can earn 


TWENTY YEARS AGO 


Mississippi 


and S. L. 


Supply 


Exchange Be 
struction.” 


Program for the state convention of the Nebraska In- 


selected the following news items: 


telephone 
Meridian, and elect J. B. Shannon, of New Albany, as 
president; D. F. Eastman, Booneville, as vice-president, 
Pake, Tupelo, as 
Topics discussed in the addresses given were: “How to 
Finance a Telephone Company,” “The 
Company Toward the 
“On What Basis Should the Farm Line and the City 
Connected ?” 


hold a convention at 


men 





secretary and _ treasurer. 


Attitude of the 
Independent Movement,” 


and “Economy of Con- 


* * * 





| The Federal Telephone & Telegraph Co. is organized at 


Buffalo, N. Y., to take over the properties of the Frontier 
Telephone Co. and the Inter-Ocean Telephone & Tele- 
graph Co. B. G. Hubbell was president of the new cor- 
poration which had a capital of $6,000,000. He said the 
Federal company would cover 30,000 square miles, with 
17,000 subscribers in Buffalo, and reaching 100,000 sub- 
scribers outside the city. 
x * x 
In the litigation between the Central Union (Bell) Telo- 
phone Co. and the Independent interests in Indiana, the 
latter won several points in Judge Parr’s court. The 
case had many laps to go before final settlement. 
* * x 
Telephone companies in New Hampshire and Vermont 
held a convention at St. Johnsbury, Vt., and discussed the 
proposed bill to create a utility commission in Vermont. 
came in for considerable criticism as it 


The idea was 


feared the new commission would hamper 
operating companies. 
ok OK 
Operators employed by the Topeka (Kans.) Independent 
lelophone Co. were given a dinner by the management, 
which was presided over by W. P. Hemphill, general man- 


The 


made that the company served 6,700 subscribers. 


ager and treasurer of the company. statement was 


The re- 


port says, “This company is one of the Theodore Gary 


group, which in itself signifies success.” 


telephone 


dependent Telephone Association, held at Lincoln, Janu- 
ary 13, 1909, lists among the speakers: Goy. C. A. Shall- 
enbarger, Mayor F. W. Brown, W. A. Selleck, president 
of the Lincoln Commercial Club; E. H. Moulton and H. 
D. Critchfield, the president and general counsel of the 
International Independent Telephone Association; J. H. 
Shoemaker, president of the Iowa association; W. H. 
Nelson, president of the Kansas association, and M. L. 
Golladay, president of the Missouri association. “A Uni- 
form System of Accounting” was given at one of the 
important subjects for discussion. 


*x* * 


New Zealand reported a total of 23,881 telephones, be- 
ing a gain of more than 6,400 during the year. 


* * * 


London (England) postoffice issues instructions to its 
telephonists (meaning operators) need for 
observing the rules of courtesy towards telephone sub- 


urging the 


“The official preceptor of polite manners lays 
word ‘please’ 


scribers. 
stress upon the advisability of using the 
where it can conveniently be introduced.” 


In the report of J. B. Ware, secretary of the Interna- 
tional Independent Telephone Association, 
statement: “Where there is no 
unreasonably high as a rule.” 


occurs the 


competition, Bell rates are 
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During 1928 Automatic Telephone Manufac- 
turing Company, Ltd. completed the following 


installations :— 
Bishopsgate | 
Monument \ London 
Wilpshire 


St. Marychurch (Torquay) 
Armley (Leeds) 


Strowger Equipment for 
Darwin, a new exchange in 
Argentina, has been shipped. 


Extensions have been added 
to existing Strowger in- 
stallations at:— 


Gosport 
Portsmouth 
Hayling Island 
Cosham 
Paignton 
Torquay 
Cheltenham 
Leeds 

York 
Paisley 
Epsom 
Chapeltown 


Strowger Extension equip- 
ment has been shipped for: 


Avenida 
Avellanida 
Cuyo 
Caballito 
Corrales ; 
Libertad Argentina 
Mayo 
Plaza 

Retiro 

Santa Fe | 

Villa Devoto | 





Strowger Automatic equip- 
ments under construction 
include :— 


National 
Metropolitan 
Hendon 
Hillside 
Primrose Hill 
Amherst 


London 
Network 


Manchester 
Ainsdale 
Dringhouses 


Haxby 


Cottesloe \ 
Box Hill 
Oakleigh § 


-Australia 


Mansurah (Egypt) 


Paternal 
Nunez 
Loria 
Pampa > Argentina 
General 

Urquiza | 
Volta 
extension 


Also Strowger 
equipment for:— 


Holborn (London) 
Nottingham 
Newport 


In addition many P.A.X. Installations have been com- 
pleted and cut into service during the past year. 


Automatic Telephone Manufacturing Co., Ltd. 
Strowger Works, Liverpool 


ASSOCIATED COMPANY 


International Automatic Telephone Co., Ltd.. London 


SIROWG 
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The World’s 
Standard 
Automatic 
Telephone 
System 






















(6) Upwards of 4,000,000 Strowger 


Automatic “Telephones installed 
or under construction th roughout 

° 

the world 
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A view of the public square and beautiful 

municipal theater at Sao Paulo, Brazil. The 

public buildings of Sao Paulo are designed 

with the highest regard for artistic and 

aesthetic considerations, a practice character- 
istic of most South American cities. 
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thless Service Brought to 
aulo, Brazil, by Strowger 
matic Equipment 


YD, Brazil, situated some two hundred and fifty miles southwest 
Janeiro, is the center of one of the largest coffee-raising districts 
Already past the three-quarters of a million mark in population, it 
fost rapidly growing and progressive cities in South America. 


lystem, owned and operated by the Brazilian Telephone Company, 
ng modernized by means of Strowger Automatic Telephone 
mpalmeiras office, consisting of 5,000 lines of equipment, has already 
gto Strowger Automatic operation; and orders have been placed 
(fe lines of automatic equipment for this office. 7500 lines of 
mparatus will soon be installed for Central office. With this 
gram completed, 50° of the telephones of Sao Paulo 
gstrowger Automatic operation, with plans perfected for 
aversion of the remainder of the system to this 
ygtory method of operation. That the Brazilian 
fenpany holds this equipment in the highest 
diner evidenced by recent orders for 2000 
ftity of Campinas, 2000 lines for 
we 800 lines for Jahu, all in Brazil. 


tic Electric Inc. 


and General Offices: 
3Muren Street, Chicago, U. S. A. 
ice Offices in All Principal Cities 
RT DISTRIBUTORS 
atic Telephones, Ltd., Sydney 
anada— 
ie@ineering Co., Ltd., Vancouver 


her: — 
wee Company, Ltd., Chicago 
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The Financial Side of Companies 


Miscellaneous Items of Interest Regarding Financial Matters of Telephone 
Companies—-Expansion Plans of Bell Companies — Class A Companies Re- 
port to Interstate Commerce Commission—Sale of Canadian Corporation Stock 


Radio Corporation Forms Subsi- 
diary Communications Company. 
k. C. A. Communications, Inc., has been 
incorporated in Delaware by the United 
States Corporation Co., with a capitaliza- 
tion of no par shares of common stock, 
the messages by 
electro-magnetic waves.” 


“for transmission of 
The United States Corporation Co. acted 
on behalf of the Radio Corp. of America, 
of decided at their last 
meeting in December to create a separate 
subsidiary company to handle all the com- 
munications business of the corporation. 
Details of the organization of the new 
company have not been completed yet. 


directors which 





October Earnings of Class 
Companies Show Increases. 
Compilations from reports of revenues 
and expenses of 91 class A telephone com- 
panies, as made to the Interstate Com- 
merce Commission for the month of Octo- 
ber, 1928, show gross operating revenues 
of $90,647,723, as compared with $81,842,- 
753 for the corresponding month of 1927, 
showing an increase of 10.8 per cent. The 
operating income for the same months was 
$23,297,722 and $20,510,170, respectively, 
showing 13.6 per cent increase for 1928. 
for the 10 months 


A 


Operating revenues 


the same periods were $568,332,959 for 
1928 and $521,799,586 for 1927, showing an 
increase of 8.9 per cent. The operating in- 
come amounted to $211,823,002 and $193,- 
727,184, respectively, an increase of 9.3 
per cent for 1928. 

The companies had 15,530,770 company 
stations in service at the end of October, 
1928, an increase of 5.6 per cent, or 818,590 
stations over 1927, when there were 14,- 
712,180 in service. 

Complete data for the following com- 
panies of this class were not available for 
inclusion in this report: The American 
Telephone Co.; Central West Missouri 
Telephone Co.; Central West Public Serv- 
ice Co.; Commercial Telephone Co.; Illi- 


nois Southern Telephone Co.; Middle 
States Telephone Co. of Illinois; The 
Southwest Telephone Co.; Southwestern 


States Telephone Co.; Tri-County Tele- 

phone Co., and the West Coast Telephone 

Co. The companies include only those 

having annual operating revenues in ex- 

cess of $250,000. 

I. T. & T. Corp. Offer for River 
Plate Company Stock Accepted. 


Holders of 1,777,000 shares, or more 
than 93 per cent, of the stock of the 
United River Plate Telephone Co., Ltd., 


their stock in that company, thus assuring 
the acquisition of the British telephone 
company in the Argentine by the Inter- 
national organization. 

The period for deposit of United River 
Plate shares expired January 3, but was 
extended until January 24 to allow those 
who have not deposited to do so. 

The United River Plate Telephone Co. 
owns and operates the largest telephone 
system in Buenos Aires and four provinces 


of Argentina. The offer made on behalf 
of the International corporation represent- 
ed an outlay of about $60,000,000, part 


of which will be in cash. United River 
Plate stockholders received an offer of an 
exchange of one-fifth share of International 
stock and £4 10s in cash or £12 in cash 
for each share of their stock. 





New York Bell’s 1929 Plant Con- 
struction Budget of $90,000,000. 
The largest plant construction program 

in the history of the New York Telephone 

Co., calling for expenditures of more than 

$90,000,000 in 1929, is indicated in the 

provisional estimates for the year, accord- 

ing to an announcement made January 4 

by J. S. McCulloh, president. This com- 

pares with nearly $71,000,000 expended in 

1928. About two-thirds of the total are 









































ended with October, 1928, were $856,133,- have accepted the offer made by J. P. to be spent in New York City, where 
515, compared with $786,669,985 for the 10 Morgan & Co. and the National City Co. 7,760,000 of New York state’s 11,600,000 
months of 1927, showing an increase of on behalf of the International Telephone daily telephone calls originate. 
8.8 per cent. The operating expenses for & Telegraph Corp. for the purchase of “These expenditures,” Mr. McCulloh 
—- ——Month of October——————~ —Ten months ended with October— 
Increase or de Increase or de- 
Items. crease (*). crease (*). 
Ratio. P ttn, 
1928. 1927. Amount. Pet. 1928. 1927 Amount. Pet. 
Number of company stations in service at 
SE GE IN, catia inca W aera dole nace aud 15,530,770 14,712,180 818,590 i. eiteamawwee, ckadr aa dee 
Revenues: 
Subscribers’ station revenues .............. $54,400,489 $50,588,138 $3,812,350 7.5 $523,517.35 $31,827,703 6.5 
Public pay station revenues ................ 3,854, 782 3,498,966 355,816 10.2 36,312 2.453.408 (F. 
Miscellaneous exchange service revenues.... 706,849 607.490 99,359 16.4 6,792 9 801,631 13.4 
EY IN iS ciara a wig ag wind ccora-a w Wi Gace 26,338,245 22,401,626 3.936.619 17.6 238,89 a 27,306,611 12.9 
Miscellaneous toll line revenues ............ 3,172,032 2,845,318 326,714 11.5 29,379,524 25,230,546 4,148,778 16.4 
Sundry miscellaneous revenues .............. 2,130,158 1,857,962 272,196 14.7 20,809,384 17.877.791 2.931.593 16.4 
Licensee revenue—Cr. re rae oe ree ee 1.520.781 2,401,400 %1,920.5°5 O44” 14,784,645 27,089,650 *12.305,007 *45.4 
Licensee frevVeNUe—DF. . 2... cecccececcccewss 1.475.612 2,708,103 *1,232,491 *45.5 14,555,062 26.655.875 *12.298,813 *46.1 
Telephone operating revenues............ $90,647,723 $81,842,755 $8,804,970 10.8 $856.133,515 $786.660,985 $69,465,530 8.8 
lexpenses: 
Depreciation of plant and equipment ..... ¥15.716,629 $12,877,652 $ S3S8,977 6.5 $135,598,650 $124,640.166 $ 8.958.464 7.2 
AM other MAintONAnce «oc. ccencovecivecesac’ 14.567.189 12,565.31 2,001,871 15.9 132,199,2;1 120,510,311 11,888,960 9.9 
ee Be ne Ce re ee ee 18,809,452 17,866,341 943,111 5.3 183.208.651 175,795,741 7,412,910 4.2 
COOMSMOTEIRL GCUBOMEOR. 656 ccicasaceciiccvadevwns 8,201,024 7,196,459 1,004,585 14.0 T6.180,075 68.528,678 7,651,397 11.2 
Caeneral and miscellancous expenses ....... 1,487,535 3,d00,a00 1 151,982 $4.5 $3,146,352 32 .524,.690 10,621,642 32.7 
Telephone operating eXpenses ....... $59,781,629 $53.841.105 $5,940,526 11.0 8,332,959 $521,799. 58¢ $46,533.37 S.o 
Net telephone operating revenues $30,866,094 $28,001,650 2.864.444 10.2. $287,.800.556 $264.870.399 $22,930,157 8.7 
Other operating revenues ......... $ 1.227 $ 3.905 $ 322 $ 41,391 §¢ 30,811 $ 10,580 
Other operating expenses ‘ 11,732 S.Sa4 >, 8d3 112.454 63.154 $9.360 aes 
UCneollectible operating revenues 61,615 503.608 8.007 11.5 5,360,347 4.855.036 505.311 110.4 
Operating income before deducting taxes... $30,296 974 $27,493,068 $2,803,906 10.2 $282.369,106 S259.983.040 $22,386,066 8.6 
Taxes assignable to operations ............. 6,999,252 6,982,898 16,354 2s 70,546,104 66,255,856 4,290,248 6.5 
a a rr $23.297.722 $20,510 170 $2,787,552 13.6 $211,823.002 $195,727.184 $18.095 818 9.8 
Ratio of expenses to revenue, per cent...... 65.95 65.79 16 66.58 66.33 05 
Summary of Monthly Reports. of Class A Telephone Companies for October, Compiled by Interstate Commerce Commission. 
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A Message to 
Telephone Executives — 


GS pione a in Marion, Indiana, in 1910, with a single tele- 








phone directory of 4,000 copies, this business has forged ahead over 
















steadily until it is now selling the advertising in telephone di- 1,000, 000 

. : *,° . Copies per 
rectories covering over 1,000 cities and towns in twenty States, pl gl 
with a combined circulation in excess of 1,000,000 copies per issue, 
and new territory is being added constantly. Chart showing 

; a growth of business 

There is one principal reason for this record of growth. It is since it was estab- 
because we have furnished our customers, the Telephone Companies lished in 1910. mans 
and the advertisers, a valuable and necessary service on a basis both ee ae of , 

y " i num- 
profitable and satisfactory to them. We have proved to Telephone ber of directories 
Companies that the selling of telephone directory advertising is a printed per issue. 
business separate and distinct from the telephone business, and that L. M. BERRY & CO. 
our organization specializing in this one line can obtain far greater eee = - ae 
results than is possible from members of telephone organizations DATTON, Of10 











whose training has been along other lines. 


Selling telephone directory advertising requires Salesmansnip, 
because there are many other forms of good advertising available to 
business men, and in this respect it differs from the selling of tele- 
phone service, which is now non-competitive in all but a very few 
cities. We have an organization of salesmen who are experts in 
every branch of directory work, and who also know how to deal with 
the public, the subscribers of the Telephone Companies, in a manner 
which improves and builds up public relations. We consider this a 
most necessary and vital part of our service to Telephone Com- 
panies, and it includes careful attention to complaints of all kinds 
from subscribers, regardless of whether or not advertising space is 
contracted for. 


1910 1913 1916 1919 1922 1925 1928 











We pledge to our present and future customers our best efforts to maintain our service at the highest 
possible standard, always seeking for further improvement. 


If you have never used our organization to sell your Directory Advertising, try it starting with your 
next issue. Before we accept your directory work we will guarantee either to make or to save you 
money. Could any offer be fairer than this? 


L. M. BERRY & Co. 


Telephone Directory Advertising 
Main Office: Keith Building, DAYTON, OHIO—Telephone Garfield 1670 


PHILADELPHIA ROCHESTER ERIE FORT WAYNE BRISTOL (TENN.) 
135 S. Second St. 59 Stone St. 212 Hayes Bldg. 212 Guaranty Bldg. 1007 7th Ave. 








When writing to L. M. Berry & Co., please mention TELEPHONY. 
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states, “are planned to provide adequately 
in advance for the continued growth in the 
already enormous telephone requirements 
of the public in the state of New York and 
that part of Connecticut served by this 
company. The estimates cover the neces- 
sary gross outlays in 1929 for land, build- 
ings, switchboards, cable, and the various 
other equipment which make up the tele- 
phone plant. 


“The construction program must reflect 
not only current and prospective growth in 
telephone needs but the continuous progress 
that is being made in telephone science and 
engineering, and is therefore planned with 
full regard to utilizing such new or im- 
proved devices and methods as will con- 
tribute to the efficiency of telephone oper- 
ation and transmission.” 

In the program both for 1929 and for 
the five-year period now beginning, con- 
spicuous place is given to the replacement 
and improvement of central office equip- 
ment, the erection or enlargement of build- 
ings to house this part of the general plant, 
and additions and improvements to toll 
facilities. 

The estimated expenditures for land, 
buildings and central office equipment alone 
is $38,000,000 in 1929 and nearly $190,000,- 
000 in five years. For these purposes, more 
than $26,000,000 in 1929 and $140,000,000 in 
five years will be applied in New York 
City, where the plans include the further 
replacement of manual switchboards by 
dial equipment. At present, 27 per cent 
of the city’s telephones are thus served. 

In the New York City suburban sections 
comprising Westchester and Rockland 
counties to the north, and Nassau and Suf- 
folk counties on Long Island, it is esti- 
mated that about $4,500,000 in 1929 and 
$22,250,000 for the five-year period will be 
required for land, buildings and central 
office equipment. 

Approximately $7,000,000 for 1929 and 
26,000,000 for five years are the estimated 
requirements for land, buildings and cen- 
tral office equipment in the upstate area, 
comprising all of New York state north of 
Westchester and Rockland counties. Be- 
sides providing for growth, this money will 
be spent to effect the complete cutover to 
dial system equipment in Albany, Schenec- 
tady, and Syracuse. It is planned that 
the manual equipment in Buffalo will be 
completely replaced by the dial system by 
the middle of 1934. 

Replacements of the present manually- 
operated system with the dial system oper- 
ation have been planned for Troy, North 
Troy, Waterford, Cohoes, Watervleit, 
Binghamton, Johnson City, South Syracuse 
and Solvey. It is also planned to replace 
the magneto switchboards in six of the up- 
state towns with common battery manual 
switchboards. 

Important improvements in toll switch- 
board equipment and methods in New York 
City are included in the five-year program. 
These will make it possible for telephone 
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users to place directly with the local oper- 
ator, as in the case of local calls, those 
station-to-station toll calls on which the 
number is given. 

An extensive toll line construction pro- 
gram, including several joint projects with 
the American Telephone & Telegraph Co., 
involving expenditures by the New York 
Telephone Co. of $7,500,000 in 1929 and 
$30,000,000 in the five-year period. By the 
end of 1933, more than 95 per cent of all 
the company’s telephones, as compared with 
90 per cent at present, will be connected 
with the toll cable system, which, with 
storm-proof cable and other improvements, 
is designed to provide increased depend- 
ability and speed in toll and long distance 
service. 

During the five-year period, 11 repeater 
stations, which house the amplifying equip- 
ment for toll and long distance service, will 
be added to the 13 already on the main 
cable routes, thus assuring a high standard 
of voice transmission over the expanded 
facilities. 

Telephone Expansion Planned by 
Bell for Omaha, Neb. 

Officials of the Northwestern Bell Tele- 
phone Co. report that Omaha, Neb., added 
more telephones during the year just closed 
than in any year since 1924. 

There are now 63,400 stations in use in 
the Omaha exchange area, which includes 
the two Omahas, Bellevue and Ralston, the 
gain for the year being slightly in excess 
of 900. An even greater increase in use 
was reported. During December, 1928, the 
total number of local calls was 450,619 and 
of long distance 3,172, compared with 422,- 
200 local and 2,691 long distance calls dur- 
ing the corresponding month a year ago. 

The company has recently completed a 
revised study of business conditions and 
growth of the city in various directions, 
and on this basis it is planning to put in 
place underground and aerial cable totaling 
10,000 miles of wire in four major con- 
struction projects in Omaha during the 
new year. The company now has 220,000 
miles of wire in use in the exchange area. 

Twenty-one thousand feet of cable are 
to be installed between the Atlantic-Jack- 
son downtown exchanges and the Kenwood 
office at Thirtieth and Fowler streets. This 
will give 250 pairs of additional trunks, and 
will also carry the long distance wires to 
Sioux City and Sioux Falls. Additional 
lines between the Atlantic-Jackson offices 
and the Walnut exchange at Forty-sixth 
and Ixard streets will call for 11,000 feet 
of cable and 900 pairs of wires. 

West of the Kenwood exchange on Fow- 
ler avenue and on Ames and Grand ave- 
nues, the company will construct 7,200 
feet of underground conduit, that will 
carry 9,000 feet of underground cable and 
11,000 feet of overhead cable, carrying re- 
spectively 600 and 75 pairs. Both north 
and south of the Walnut exchange the 
company plans to place 6,000 feet of under- 
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ground cable carrying 600 pairs of wires 
and 17,000 feet of overhead averaging 100 
pairs. In addition, at various points the 
company will construct 90,000 feet of new 
cable, replacing smaller plant, and averag- 
ing better than 75 pairs. 





Stock of New Canadian Holding 
Corporation Offered for Sale. 
Public offering has been made by H. B. 

Robinson & Co., Ltd., Montreal, Can., of 

44,000 shares of class A no par value stock 

in Quebec Telephone & Power Corp. in 

units of 10 class A shares with a bonus 
of one class B share at $330 a unit. The 
corporation is said to have one of the 
largest Independent telephone systems of 

Canada. 

The operating subsidiaries of the Que- 
bec corporation are: The National Tele- 
phone Co., Levis; Matane & Gaspe Tele- 
phone Co., Matane; Beauce Telephone 
Co., Beauceville; Portneuf Telephone Co., 
St. Casimir, and St. Maurice & Champlain 
Telephone Co., St. Maurice. The corpora- 
tion controls over 2,600 miles of lines serv- 
ing a population of over 350,000 inhabi- 
tants through about 60 exchanges. 

The gross revenue of the Quebec com- 
pany for 1925 was $98,636.24; for 1926, 
$101,547.17; for 1927, $107,782.91, and for 
1928, estimating the months of November 
and December, $163,000. 

Ernest Beaubien, managing director, esti- 
mates that for the year ending December 
31, 1929, the gross revenue will be approx- 
imately $190,000 and operating expenses 
$73,000. With provision of $20,000 for de- 
preciation and $3,000 for income tax, there 
will be a balance for dividends and re- 
serves of $94,000. 

Officers of the company x 4 
Brillant, Rimouske, president; A. Gali- 
peault, Quebec, vice-president; F. B. 
Black, Sackville, N. B.; Ernest Beaubien, 
Levis, Quebec, managing director; P. E. 
Gagnon, Rimouski, secretary-director; J. 
M. Robinson, Saint John, N. B., and H. 
Beverly Robinson, Montreal, directors. 

H. B. Robinson & Co., Ltd., are located 
at 210 St. James St., Montreal, Quebec, 
and 119 Hollis St., Halifax, N. S. 

On completion of this financing, out- 
standing capitalization of the corporation 
will consist of 44,000 shares of an author- 
ized issue of 50,000 shares of no-par value 
class A stock; and 44,000 of 50,000 author- 
ized shares of no-par value class B stock. 
There will be no mortgages or bonds 
against any of the properties. 


are: Jj. A. 


Prices in the Metal Markets. 


New York, January 7.—Copper firm; 
electrolytic, spot and futures, 1634c. Iron 


firm; No. 2 f. 0. b. eastern Pennsylvania, 
$20.50 21.00; Buffalo, $17.50@18.50; Ala- 
bama, $16.50@17.80. Tin steady; spot, 
$49.75@@49.87 ; futures, $49.75. Lead firm; 
spot, New York, 6.65c; East St. Louis, 
6.50c. Zine steady; East St. Louis, spot 
and futures, 6.35c. Antimony, 9.62c. 
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The Modern idea... Telephones 


here... there... everywhere 





People throughout 
the country are gaining a new 
conception of telephone conve- 
nzence in the home 








Prop.e everywhere are learning about this new 
conception of convenience in the home . 


telephones here, telephones there . . . located 
all through the house to save time and effort in 
placing and answering calls . . . telephone 








facilities built in, where possible, for permanence 
and better appearance. 


Extension telephones add tremendously to the 
living comfort of every room. Small wonder 
people want them throughout their homes. 


Many families regard two or more lines as an 
even greater convenience. One can be used for 
important incoming and outgoing calls when 
the other lines are in use, or, if desired, can be 
reserved for use by the servants. 


The Bell System is carrying the story of com- 
plete telephone convenience to the public both 
nationally and locally. The advertising is de- 
signed to show how much genuine comfort and 
satisfaction can be had, at moderate cost, through 
adequate provision for residential telephone 
service. It should be of particular interest to 
telephone companies everywhere. 


























When writing to American Telephone and Telegraph Company, please mention TELEPHONY. 
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Write an Article for TELEPHONY’S 


Prize Contest! 


Telephone people know the telephone business and are the only ones who can 
| write authoritatively of its many different angles. 


It takes a practical telephone worker—be he executive or engineer, wire chief or 
lineman, chief operator or operator—to intelligently “talk shop.” 
See TELEPHONY of January 5 for complete details of Prize Article Contest. 


Write instead of 








Plan for Excellent Convention in 
South Dakota. 

The committee in charge of the program 
for the South Dakota Telephone Associa- 
tion’s annual convention, which is to be 
held at the Cataract Hotel, Sioux Falls, 
January 15, 16 and 17, 1929, announces 
that it has been very successful in secur- 
ing speakers who are among the foremost 
telephone men of the nation. Everything 
possible will be done to provide for the 
comfort, convenience and entertainment of 
the association’s members and guests dur- 
ing the convention. 

More manufacturers and jobbers than 
ever before will exhibit telephone equip- 
ment and supplies, according to the num- 
ber of reservations already made. 

A demonstration on transmission, which 
is important to all telephone companies, 
will be given. The association urges all 
telephone companies to be represented at 
the convention and take part in the de- 
liberations and submit any problems for 
discussion or analysis. 

During the second day of the convention 
there will be a talk on traffic problems and 
operating methods, which will be interest- 
ing to both operators and managers. All 
telephone companies will be benefited, the 
association believes, by sending as many 
officers, managers and department heads, 
as well as operators, to the convention. 

The program in full follows: 

Tuespay, JANUARY 15, 2 Pp. M. 

Address of Welcome, by the resident of 
the Sioux Falls Chamber of Commerce. 

Response by H. P. Hartwell, district 
manager, Central West Public Service 
Co., Parker. 

Reading minutes of the last convention. 
Reading minutes of executive committee 
meetings. 

Secretary-Treasurer’s reports, by Thos. 
Phelan, Aberdeen. 

President’s Address by Ira S. Burnett, 
Armour. 


Reports of standing committees. 
Appointment of convention committees. 
Motion pictures. 

WEDNESDAY, JANUARY 16, 9:30 A. Mo. 

Address by Frank Milhollan, president, 
Central West Public Service Co., Omaha, 
Neb. 

“Depreciation,” by Clarence B. Randall, 
vice-president and general counsel, Tri- 
State Telephone & Telegraph Co., St. 
Paul, Minn. 

Address by J. W. Raish of South Da- 
kota Railroad Commission, Pierre. 

WEDNESDAY, 2 P. M. 

Address by H. F. McCulla, assistant 
commercial superintendent, Lincoln Tele- 
phone & Telegraph Co., Lincoln, Neb. 

“Traffic,” by Pauld F. Bunce, traffic 
manager, Northwestern Bell Telephone 
Co., Omaha, Neb. 

“Problems in Operating a Small Ex- 
change,” by David L. Vail, president, 
North Dakota Telephone Association, 
Milnor, N. D. 

Report of the nominating committee. 

WEDNESDAY, 6:30 P. M. 

Banquet and entertainment. 

Dancing. 

TuurspAy, JANUARY 17, 9:30 a. M. 

“Accounting,” by H. A. Hanson, statisti- 
cian, Board of Railroad Commissioners, 
Pierre. 

Discussion regarding accounting meth- 
ods. 

Transmission demonstration. 

Tuurspay, 2:00 Pp. M. 

Report of convention committees. 

Discussion of association activities for 
the year 1929. 


West Tennessee Companies Or- 
ganize Association. 
Organization of all Independent tele- 
phone companies of West Tennessee into 
an active association was accomplished 
at a meeting of representatives of 14 com- 


panies at Trenton, Tenn., on December 7. 
G. N. Choate, president of the Gibson 
County Telephone Co., Trenton, began 
correspondence with all Independent tele- 
phone companies of that section some 
months ago with a view to the organiza- 
tion of an association for the promotion 
of the interests of these companies and 
their subscribers. 

General reports were given from each 
company as to conditions, plants, service, 
number of telephones and other details. 
It appeared that the Independent 
panies are now serving 12,000 stations. 
Free service to every Independent tele- 
phone throughout West Tennessee was 
pledged to be improved by more through 
lines with closer and better connection. 
All companies represented at the Trenton 
meeting pledged improvement of systems 
and enthusiasm 
ran high. 


com- 


over association ‘ plans 

Officers of the association were elected 
as follows: G. N. Choate, Trenton, presi- 
dent; Charles McDaniel, Dwyer, ‘secre- 
tary of the Dwyer Telephone Co., secre- 
tary of the association. 

The board of directors is composed of 
J. J. Medling, Laneview; A. S. Boswell, 
Edison; W. D. Wharey, Eaton; W. C. 
Hamilton, Yorkville; G. S. Martin, Mason 
Hall and Fairview, Mr. Choate and Mr. 
McDaniel. ' 

Semi-annual meetings will be held the 
second Friday nights in each December 
and June. The next meeting will be held 
in June in Dwyer, Tenn. 


Open Radiophone Service from 
Holland to Dutch East Indies. 
Radiophone service between Holland and 

the Dutch East Indies was inaugurated on 

January 7, according to a special cable dis- 

patch from The Hague. 

The queen mother conversed with the 
wife of the governor general, and min- 
isters talked with the governor general. 
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| Fully 
| Guaranteed T E L 7 ie y me Cc 
THE SUPER FREQUENCY CHANGER 


For All Telephone Ringing Purposes in Any 
Capacity from a P. B. X. to the Largest Central Office 


Directly Converts 60 Cycle Lighting Current to 
20 Cycle Ringing Current 


WILL NOT DISTURB RADIO RECEPTION 


due to radiation, but where Radio sets are connected to same 
power secondaries, install our special FILTER to prevent 
conductive interference. 


FIRST COST IS PRACTICALLY THE ONLY COST 
INSTALL IT — THEN FORGET IT 
IT PAYS FOR ITSELF 




















Price $40.00 F. O. B. Elyria 
FILTER—$4.00 





Sold by Leading Telephone Distributors 


Size: 12”x9”"x5” 


Manufactured by 


—— THE COLSON COMPANY | 
° ° 
ONE CONTACT! (Write for descriptive ame" _ Established 1885 | 
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EC sleet storm....Miles of line : 
rapo down.... Wire stocks inad- Uniform quality 
Galvanized equate .... Rush shipments assures to you a 
Pred imperative.... Then look to Jobbers . 
roducts of @rapo Galvanized Wire and lower average in 
eae Strand .... You can depend upon 
them in every emergency ....and replacement cost. 


Telephone and they, in turn, can depend upon 


Telegraph Wire  ¥8.---for they know from experi- 
ence that RUSH orders received by 
wo us in the morning are shipped 


Steel Strand before night... : Cpe Carbon Products @ 
LANCASTER, HI0 


Indiana Steel and Wire Company 
Muncie, Indiana. U.S.A. 
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11 South La Salle Street, Chicago 



































enese e 








The advertiser appreciates your mentioning TELEPHONY. 








What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule of Telephone Hearings 


Pay Station Booths in Chicago 
Closed in Contract Dispute. 
6,000 public 
telephone stations in the downtown hotels, 
drug stores and State street department 


Service in approximately 


discontinued on 
January 2 as the result of a controversy 
them and the Illinois Bell Tele- 
phone Co. concerning the rate of return. 

About a month ago the telephone com- 
pany served a the hotels and 
stores that the nickel, which had been split 
50-50 would henceforth be divided into one 
and one-eighth and three and seven-eighths 
parts, with the company taking the larger 
portion. 

The hotels, as well as the drug stores, 
had a contract of 30 years’ standing with 
the company, under which they collected 
50 per cent of the local tolls over a certain 
minimum, as well as a smaller percentage 
of long distance tolls. 

The company offered a new contract 
in which the percentage to the firm in 
whose place of business the public booths 
are located is reduced from 50 per cent to 
22'%4 per cent. Other concessions by the 
drug stores and hotels, including responsi- 
bility for all bad coins or slugs used by 
patrons, were embodied in the contract. 

In some stores and hotels an effort is be- 
ing made to. put a 10-cent charge into effect. 
The telephone company takes the position 
that this is contrary to the 5-cent rate 
fixed by the Illinois Commerce Commis- 
sion. If the 10-cent rate is insisted on the 
telephone company declares it will remove 
these public telephones. If hotels or stores 
then want to put in others and handle these 
calls at 10 cents through their own switch- 
boards and supply their own operators it 
will be up to them. 


stores in Chicago was 


between 


notice on 


Screens were placed around the booths 
in several hotels. Some of the drug store 
owners threatened to tear out the booths. 

All the drug interests in the city, includ- 
ing about 1,850 retail stores affiliated with 
the Chicago Retail Druggist association and 
other chain stores, have joined in united 
opposition to the reduction. The drug- 
store owners arranged for a meeting to dis- 
cuss the controversy on Wednesday night, 
January 9, at which the hotel men and the 
telephone company were invited to be rep- 
resented. The public was also invited to 
attend, 

The Walgreen, the Economical and Lig- 
gett chains of stores have joined in the 
fight. 

The drug stores signed the contract under 
protest. Many of the small drug stores 
depend on the public booth for their own 


and those would have been without 
service had they refused. Their contract 
contains a ten-day cancellation provision, 
however. 

“By this move the telephone company 
will increase its profits from this type of 
service in excess of $200,000 annually, with- 
out giving a compensating return in serv- 
ice,’ declared Attorney Francis X. Busch, 
spokesman for the drug interests, who as- 
serted that the decision of the telephone 
company is “arbitrary and inequitable.” 

William R. Abbott, president of the Illi- 
nois Bell Telephone Co., in a statement 
declared that “of the 15,000 public pay sta- 
tion telephones in Chicago, 9,000 received 
an increase under the new uniform com- 
mission rate, and of the remainder all but 
47 holders have signed the new contract.” 


use, 


The new contract, he said, is substan- 
tially in excess of that allowed similar sub- 
scribers in the other principal cities of the 
country. 


Court Approves Sale of Kentucky 
Company by Receiver. 

Judge A. M. J. Cochran in the United 
States District Court at Covington, Ky., 
on December 26, in the suit of C. O. 
Hempling and other stockholders against 
the Boone County Telephone Co., ap- 
proved a report submitted to the court sev- 
eral months ago by John W. Menzies, 
receiver for the telephone company, pro- 
viding for the sale of the telephone com- 
pany’s equipment. 

The report allowed the Walton Equi- 
table Bank of Walton, Ky., its claim of 
$10,500 alleged to be due on notes, to- 
gether with interest from June 8, 1927. 
Allowances also were made to John L. 
Vest and D. E. Castleman, attorneys for 
the stockholders, a fee of $5,000, and to 
William J. Deupree, attorney for Receiver 
Menzies, a fee of $7,500. 

The suit was filed in January, 1927, by 
Attorneys Vest and Castleman, represent- 
ing stockholders, against the Boone County 
Telephone Co., Oliver Brown, F. C. Bet- 
scher and E. T. Gale, citizens of Cincin- 
nati, seeking a settlement of the affairs 
of the telephone company and the appoint- 
ment of a receiver. 

June 19 last equipment of the telephone 
company was sold at auction by W. J. Deu- 
pree, attorney for Receiver Menzies, and 
was purchased by Charles T. Dehore and 
Marshall V. Robb, Indianapolis, Ind., for 
$60,150. 

The purchasers since have been operat- 
ing the telephone lines in Boone county 


38 


under the name of the Boone County Con- 
solidated Telephone Co. 

During hearings before Receiver Men- 
zies, the Walton Equitable Bank, through 
its attorneys, John T. Murphy and Ste- 
phens L. Blakely, filed a claim for $10,500, 
the payment of which was opposed by At- 
torneys Vest and Castleman in behalf of 
the stockholders. Exceptions were taken 
to the report and ruling of Receiver Men- 
zies in allowing the claim, and the matter 
was referred to Judge Cochran for a final 
order in the case. 


Commission’s Order to Provide 


Service Enjoined by Court. 

The Louisiana 19th Judicial District 
Court, in an order entered December 13, 
1928, held that the Louisiana Public Serv- 
ice Commission’s order .equiring the 
Southern Bell Telephone & Telegraph Co. 
to provide telephone exchange service in 
the village of Gonzales was unreasonable 
and it was therefore enjoined. 

The Louisiana commission had ordered 
the Southern Bell company to provide, on 
the petition of 27 residents of Gonzales, a 
suitable and proper local telephone ex- 
change at that point, and to render to such 
persons as may desire to subscribe there- 
for, adequate local and long distance serv- 
ice, at rates as may be prescribed by the 
commission, and to connect the exchange 
with the toll lines of the Southern Bell 
company. 

The telephone company sought to enjoin 
the commission from putting the order into 
effect. The company has no exchange 
within 12 miles of that village and no tele- 
phone facilities within seven miles of that 
point. 

The first question for the court to de- 
termine was, does the power to regulate a 
service already undertaken and even to re- 
quire the extension of that service to all 
within that zone which the utility has un- 
dertaken to serve, carry with it the power 
to require a public utility to extend its 
facilities to a territory which it has here- 
tofore made no attempt to serve? 

While the commission is empowered to 
regulate the service to be given, where that 
service has been undertaken, the court 
stated, it is not empowered to dispose as 
it sees fit of the property of a_ utility. 
The commission is empowered to require 
the extension of service within the dis- 
trict which the utility has undertaken to 
serve, but it is not empowered to compc! 
the utility to enter new fields or to devote 
its property to new uses. 

The area around Gonzales is essential! y 
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Specialties 


OPE Quick 
Coupling Con- 
duit Rod is out- 
standing for its 


Conduit Cleaning ; . ‘ 

Tools many salient fea 
Concrete Cutters tures. It is de- 
om Saee signed for 


Cable Rack Arms 

Cable Reel Jacks 

Cable Drawing 
Guides 

Cable Drawing Pro- 
tectors 


strength, durabil- 
ity and quick in- 
stallation. They 
will not come un- 
coupled in the 
duct. 


Send for copy of our new catalog. 


Cable Duct Shields 
Cable Pulling Rope 
Guard Rails 









T. J. COPE 


Manufacturers of 


Complete Equipment for Cable Installation 
2112-14 Sansom Street, Philadelphia, Pa. 
19 South La Salle Street, Chicago, III. 


, tiemame 7 
AZARD 


RUBBER INSULATED 


WIRE & CABLE 


glelephoneWire 
(of Hazard quality 

































NX 

~ Every type 
from Drop Wire 
to Heavy Cable 





HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 


works: WILKES-BARRE,Pa. 


NEW YORK CHICAGO PHILADELPHIA PITTSBURGH ATLANTA 
ST.LOUIS BIRMINGHAM SEATTLE SAN FRANCISCO LOSANGELES 
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An iron that is 


Co )G “=? 


Any one of 15,000 
Prest-O-Lite Ex- 
change Stations can 
supply you quickly 
with a full tank of 
Prest-O-Lite Gas. 


Cm, 9 O_O 9 

















instantly hot 


O electrical contractors, line- 
men, etc., the Prest-O-Lite 5-in-1 
Outfit offers a convenient, portable, 
easily handled soldering iron in- 
stantly hot for any soldering job, 
and by a simple adjustment a hot 
concentrated flame for general braz- 
ing and heating work. 
This Outfit is always ready—you 
simply turn on the gas, light the 
torch, and the job is under way. 


The 5-in-1 Outfit is furnished with an 
assortment of four interchangeable torch 
heads in addition to a detachable soldering 
copper, which enables you to apply the 
exact amount of heat and the proper flame 
for every purpose. 


THE PREST-O-LITE COMPANY, Inc. 


Unit of Union Carbide and Carbon Corporation 


NEW YORK SAN FRANCISCO 
Carbide and Carbon Bldg. Adam Grant Bldg. 
CHICAGO 


Peopies Gas Bldg. 


0 Lute 
we" GAS 
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agricultural and populated, the 
Its population is stationary. 
The cost of furnishing the service ordered 
would be considerably greater than any 
revenue that the company could expect to 


derive from it. 


sparsely 


court found. 


The court held that,the order was un- 
reasonable and, in that it singled out one 
of the many telephone companies in the 
state and directed it? t& enter a new field, 
it was discriminatory. 

The court therefore held that there be 
a judgment in favor of the Southern Bell 
Telephone & Telegraph Co. and against 
the Lotiisiana Public Service Commission, 
annulling, cancelling and: setting aside order 
No. 503 of the Louisiana commission dated 
May 21, 1928, and decreeing the order to 
be and always to have been unreasonable, 
confiscatory, unconstitutional, null,. void 
and of no effect. 


Small Minnesota Town to Have 
24-Hour Service. 
The_sehedule of rates applied for by the 
Northwestern Bell Telephone Co. at its 
exchange at Cook, was recently author- 
ized by the Minnesota Railroad & Ware- 
house, Commission to be placed in effect 
as of February 1, 1929. The net monthly 

rates are as follows: 


Individual line business....... $3.25 
Individual line residence...... 2.00 
Four-party line residence...... 1.50 
Service stations, per annum.. 7.00 


The Cook exchange serves 48 town tele- 
phones and 187 rural telephones upon a 
switching basis. The service on the pres- 
been furnished during the 
hours from 7:30 a. m. to 9:00 p. m. daily 
except Sundays, and on Sundays between 
the hours of 7:30 a. m. and 12:00 o'clock 

Under the new schedule the com- 
will furnish a 24-hour 
hour service. 


ent basis has 


noon, 
pany continuous 

The company is at the present time re- 
constructing the exchange plant and_ in- 
stalling new central office equipment and 
subscribers’ Station equipment. When the 
work under way is 
completed, the book cost of the property 
will be approximately $4,953, the com- 
mission stated. : 

The estimated annual operating revenues 
at the proposed rates are $2,606, the esti- 
mated operating expenses, $2,452.50, leav- 
interest, 


reconstruction now 


available for 
dividends, and surplus of $153.50. 


ing a net income 


Commission Increases Rates and 

Orders Greater Depreciation. 

\uthority has been granted by the 
Nebraska State Railway Commission to the 
Scotia Independent Telephone Co. to in- 
crease its net rates from $2 for business 
metallic to $2.25, residence metallic from 
$1.25 to $1.50, and farm service from $3.75 
to $4.50 per quarter. 

The commission, however, ordered the 
company to abolish its present rule of quar- 
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terly collections from all subscribers, and 
to follow the commission policy of collect- 
ing monthly from town subscribers and 
quarterly from farm subscribers, the net 
rate to be applied where payment for town 
service is paid before the 10th of the month 
and for farm service during the first month 
of the quarter. 

The company’s operating revenuts for the 
year 1927 were $5,002, and expenses $3,144, 
leaving a net operating income, after taxes 
were deducted, of $1,283. The commission 











The Index for Volume 95 of 
“Telephony.” 

The index for Vol. 95 of “Telephony,” 
which was completed with the issue of 
December 29, 1928, is now ready for dis- 
tribution among those who keep com- 
plete files. 

In this index are listed all of the im- 
portant articles which have appeared 
between July 1 and December 29. It 
will be supplied free of charge to those 
making application. 








finds that a greater sum than has been 
expended in the past for depreciation and 
maintenance is necessary in order to keep 
the plant in acceptable service condition, 
and orders $2,400 a year set up. This 
would leave an insufficient sum for divi- 
dends and interest, and it was, therefore, 
ordered that the company, dating from 
January 1, charge the rates set out. 

The increase in rates will yield $837 more 
per annum, giving it $1,408 available for 
dividends and interest, or about 7% per 
cent on the actual value of the property 
in service, $18,802. The company serves 
territory confined to the village which has 
a population of about 560, and the rural 
section tributary. It has 28 business tele- 
phones, 99 residence and 152 rural stations. 
Under the old setup of $1,404 yearly for 
maintenance and depreciation, the company 
was making a reasonable dividend, but as 
the cost was much more than that it was 
not really earning a proper sum. 


Interstate Commission Authorizes 
Bell to Acquire Utah Property. 
The Mountain States Telephone & Tele- 

graph Co. was recently authorized by the 

Interstate Commerce Commission to take 

over the properties of the Uintah Tele- 

phone Co., with exchanges at Vernal, hav- 
ing a population of 1,300, and Roosevelt, 

Utah, with a population of 1,100, also 

toll switching stations at Myton and Du- 

chesne and toll stations at 11 other points. 

The two exchanges serve 590 owned 
subscriber stations, and together with the 
toll stations, are connected by toll lines 
having a pole mileage of 262 miles. 

On August 27, 1928, the Bell company 
contracted to purchase the properties of 
the Uintah company, free from all liens 
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and encumbrances, for $150,000, payable in 
cash. An appraisal made by the Bell com- 
pany’s inventory and costs engineer found 
the reproduction cost new of the proper- 
ties to be $192,292.96, and less deprecia- 
tion, $148,755.65. 

The estimated value of property to be 
retired from service is $25,302.05, and the 
cost of removing the retired property is 
expected to exceed its salvage value by 
$3,007.27. In 1927, operating revenues 
and operating expenses of the Uintah com- 
pany were $40,768.28 and $30,140.36, re- 
spectively. 

The acquisition appeared to have the 
united support of the people in the terri- 
tory. At the hearing, communications from 
the mayors of Vernal and Duchesne City, 


various civic and commercial organiza- 
tions, and other representative telephone 
users were introduced in evidence, all 


favoring the contemplated transfer of the 
properties. 





File Complaint Declaring Color 
Line Drawn by Company. 

The Platte Valley Telephone Corp. is 
accused of drawing the color line in an in- 
formal complaint filed with the Nebraska 
State Railway Commission by M. V. B. 
Harris and six other patrons of the com- 
pany at its Scottsbluff exchange. They 
say that they are put off into a class by 
themselves, and are not allowed any toll 
service whatever. 

When they protested, they say, they were 
told that some years some colored people 
had run up toll bills on their telephones, 
and then walked off leaving them unpaid. 
They insist that this is no good reason 
why they who pay their bills and conduct 
themselves properly, should be denied toll 
service. One woman said that when she 
protested against the discrimination, she 
lost her service. 


Unlimited Service Rate of Wiscon- 
sin Company Increased. 

The Readfield Telephone Co. was re- 
cently authorized by the Wisconsin Rail- 
road Commission to increase its rate for 
unlimited service within its own exchange, 
25 cents per month per subscriber, making 
the charge $1.50 per month, net rate. 

The Readfield company owns an ex- 
change at Readfield serving 212 subscri- 
bers in that vicinity. 
ly to rural 
cuits. 


Its service is main- 
subscribers over metallic cir- 

With no change in the number of sub- 
scribers as reported to the commission in 
the last report, the proposed rates will net 
the company an increase in revenue of 
approximately $636 per year, the commis- 
sion found. Inasmuch as it appeared that 
the net annual income of the company, 
including the maximum amount of added 
revenue which the proposed rates would 
produce, would not be in excess of the 
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down 
the middle... 


If you cut right down the middle of a Universal 
Battery, you would find a battery worthy of use 
in the telephone service—a battery built of the 
best materials, with larger jars, extra thick plates 








Assurance 
of Uninterrupted Service 


Maintaining normal 
telephone service under 
abnormal conditions is 
an important require- 
ment. It is, therefore, 
essential that your sys- 
tem be protected from 
the hazards of lightning, 
static and sneak cur- 
rents of high voltage. 


VAC-M 


Arresters 


were designed to fulfill 
the requirements’ of 
your exchange. Your 
operators and your 
service need VAC-M 
insurance. 





















and double insulation, and many other features. 


Write for complete information and speci- 
fications on Universal Telephone Batteries 


UNIVERSAL BATTERY COMPANY, 3408 South La Salle Street, CHICAGO 


After the first installa- 
tion you will know 
VAC-M’s real value. 
Order yours today—and 
share that feeling of se- 
curity which so many 
VAC-M users enjoy. 


THE NATIONAL ELECTRIC SPECIALTY CO. 
Toledo, Ohio 
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THE “STEWART” CABLE TESTER 


Locates shorts, crosses, grounds and 
wet spots to an inch. Will often save 
its cost on one case of cable trouble. 

Order a “STEWART” Cable Tester 
and be sure you are going to locate 
your next case of cable trouble quickly. 


Any telephone man can use 
it. Not an instrument that 
only an expert can use. 

Equipped with two vibrators 
and an indicating lamp. 














Write for Circular 
Sent on 10-days’ trial 


STEWART BROTHERS 


OTTAWA ILLINOIS ‘ 
Also Test Sets, Test Cabinets and Detecto-Meters 



























Note protection at corners aA 
Blake Insulated Staples 


Unequalled for telephone and 
bell wiring. The fibre insu- 
lation prevents troublesome 
short circuits and grounds. 

4 Sizes. Pat. Nov. 1900 


Write for samples 


Blake Signal & Mfg. Co. 


BOSTON, MASS. 


The advertiser appreciates 










*6 











Universal 
Batteries 


your mentioning TELEPHONY 





















Good Service 
with STORM KING 





® solution which, 
operating between the 
zinc can and the chemi- 
cal compound, generates 
the power. The life of 
a dry battery is deter- 
mined by the length of 
time it retains the mois- 
ture of this solution. 


STORM KING batteries 
have developed a new 
insulating material, more 
highly absorbent than 
any other, which will 
retain the chemical so- 
lution much longer than 
anything so far devel- 
oped. The result is the 
longest service life ever 
developed in a telephone 
battery and this in turn 
means substantial sav- 
ings to telephone com- 
panies in cutting down 
renewal costs to a new 
low point. 


Manufactured by 


GENERAL DRY 
BATTERIES, INC. 


Cleveland, Ohio 


Distributors: 
A. J. Johnson Elec. Co., Chicago, III. 
~ W. S. Nott Company, Minneapolis, Minn. 
Suttle Equipment Co., Lawrenceville, III. 
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amount reasonably required for deprecia- 
tion and return on the fair value of the 
property, the commission believed that the 
company was entitled to the increase in 
rates and granted the petition. 


Summary of Commission Rulings 
and Schedule of Hearings. 


INTERSTATE COMMERCE COMMISSION. 

December 21: Acquisition by the Moun- 
tain States Telephone & Telegraph Co. of 
the telephone properties of Otto Schulz, 
operated under the trade name of Springs 
Exchange, located at White Sulphur 
Springs, Meagher county, Mont., which 
serves 108 subscriber stations, and the Wil- 
sall Telephone Co., Wilsall, Mont., which 
serves 49 subscriber stations. 

December 22: Acquisition approved by 
the Mountain States Telephone & Tele- 
graph Co. of the properties of the Uintah 
Telephone Co., with exchanges at Vernal 
and Roosevelt, Utah, serving 590 owned 
subscriber stations and connected | by toll 
lines having a pole mileage of 262 miles. 

CALIFORNIA. 

January 3: Downey Home Telephone 
& Telegraph Co. applied for authority to 
issue and sell $176,500 of its common capi- 
tal stock at $95 per share, and to use the 
proceeds to reimburse its treasury for cap- 
ital expended for construction and addi- 
tions to its plant and equipment. 

January 3: Whittier Home Telephone 
& Telegraph Co. applied for authority to 
issue and sell $70,700 of common capital 
stock at $95 per share, and to use the pro- 
ceeds to reimburse its treasury for capital 
expended for construction and additions to 
its plant and equipment. 

January 4: The Merquin Telephone & 
Electric Light Co., operating in the Ste- 
vinson community, Merced county, applied 
for authority to increase telephone. rates 
from $2.00 to $2.75 per month for resi- 
dence, and from $2.50 to $3.50 per month 
for business telephones. 

ILLINOIS. 

January 8: Hearing at Springfield be- 
fore Commissioner Trovillion in the mat- 
ter of the application of the Illinois Bell 
Telephone Co. for a certificate of con- 
venience and necessity to operate a tele- 
phone exchange at Bluford. 

January 8: Hearing at Springfield be- 
fore Commissioner Moynihan in the mat- 
ter of the application of the Bureau County 
Independent Telephone Co. for an order 
authorizing the issue of $20,360 of its com- 
mon capital stock. 

January 9: Hearing at Springfield be- 
fore Commissioner Trovillion in the mat- 
ter of complaint of Dr. G. L. Cremeans 
vs. the Illinois Commercial Telephone Co. 
relative to removal of switchboard at 
Springerton and discontinuance of certain 
rural service in the vicinity thereof, etc. 

January 10: Hearing at Springfield be- 
fore Commissioner Moynihan in the mat- 
ter of the application of the C. T. & N. 
Telephone Co. for an order authorizing 
the issue of $16,500 of its first mortgage 
6 per cent gold bonds, series B. 


INDIANA. 
December 24: Joint petition filed by the 
Hope Independent Telephone Co. and 


Charles Drake, owner of the Lewis Creek 
telephone exchange, for the Hope company 
to purchase the Lewis Creek exchange for 
£800. The Hope company serves Hope, 
Flat Rock, Hartsville, Cave and St. Paul. 
Improvements in the Lewis Creek ex- 
change costing at least $6,000 are contem- 
plated, the petition stated. 

December 24: Petition denied of South- 


ern Indiana Telephone & Telegraph Co. 
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to increase rates in the town of Bicknell, 

due to inactivity in the mining industry 

for nearly two years in that place. 
KANSAS. 

January 11: Hearing at Topeka on ap- 
plication of the Lenora Telephone Ex- 
change Co. to sell its plant and property 
to the Central Kansas Telephone Co. of 
Abilene. 

January 11: Hearing at Topeka on ap- 
plication of the Central Kansas Telephone 
Co. for a certificate of convenience and 
authority to transact the business of a 
telephone utility at Lenora. 

January 11: Hearing at Topeka on ap- 
plication of the Parker Telephone Co. to 
sell its telephone plant and property at 
Parker to the Kansas Telephone Co. 

January 11: Hearing at Topeka on ap- 
plication of the Kansas Telephone Co. for 
a certificate of convenience and authority 
to transact the business of a telephone 
utility at Parker. 

January 25: Hearing at Topeka on ap- 
plication of the Claflin Telephone Co. for 
permission to change its rates for service 
at Claflin. 

February 5: Hearing at Kanorado in 
the matter of the complaint of Dale Bar- 
ringer against the Kanorado Telephone Co. 

MICHIGAN. 

December 18: Purchase of the Leslie 
Home Telephone Co., Leslie, by the Mich- 
igan Bell Telephone Co. authorized. The 
price to be paid in the transaction is 
$23,000. The company has 173 town and 
72 rural stations. 

MINNESOTA. 

January 5: Northwestern Bell Tele- 
phone Co. authorized to place in effect at 
its Cook exchange the schedule of rates 
as applied for, effective February 1, 1929. 

Missouri. 

December 29: The Central Missouri 
Telephone Co. asked authority to purchase 
telephone exchanges in a group of towns 
in western Missouri. 

The company seeks to purchase the tele- 
phone properties at Warrensburg, Holden, 
Lamonte, Knobnoster, Chillicothe, Center- 
view, Strasburg, Lexington, Buckner, Do- 
ver, Grand Pass, Levasy, Malta Bend, 
Waverly, Elmira, Hardin, Missouri City, 
Orrick, Rayville-and Sweet Springs. 

The company proposes to buy control of 
the properties from the Commonwealth 
Telephone Co. of Chicago, by paying 5,000 
shares of its non-par stock. 

December 31: Application filed by the 
Southwestern Bell Telephone Co. asking 
approval of a schedule of reduction of 
rates applicable to long distance telephon- 
ing, the schedules, if approved by the com- 
mission, to become effective February 1. 

The reduction asked will be from 5 
cents to 25 cents on each individual long 
distance message sent over a minimum of 
130 miles or under a maximum of 1,500 
miles. 

NEBRASKA, 

December 31: In the matter of the ap- 
plication of the Bloomfield Telephone Co. 
for authority to increase rates; ordered 
that application be granted without a 
hearing in view of the filing of a petition 
by 80 per cent of the listed patrons giving 
consent thereto. 

January 2: In the matter of the appli- 
cation of the Leigh Telephone Co. for 
authority to establish gross and net rates. 
to make line calls to non-subscribers 2% 
cents for the first 50 calls and 10 cents a 
line call to subscribers; held to be reason- 
able, and permission granted. 

January 2: In the matter of the anpli- 
cation of the Scotia Independent Tele- 
phone Co. for authority to issue a stock 
dividend; ordered that a stock dividend in 
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the sum of $4,100 be authorized, represent- 
ing in large part previous sacrifices of 
stockholders in building up property. 
January 2: In the matter of the appli- 
cation of the Scotia Independent Tele- 
phone Co. for an increase in rates; held 
that the present revenues are insufficient to 
maintain the property in satisfactory service 
condition and earn a fair return on the 


property in use; authority granted as 
asked. ; . 
January 2: Application filed by the 


Northwestern Bell Telephone Co. for ap- 
proval of a schedule of reduced long dis- 
tance rates. 

January 2: Application filed by Lincoln 
Telephone & Telegraph Co. for approval 
of a schedule of reduced long distance 
rates. 

January 2: Application filed by Platte 
Valley Telephone Corp., of Scottsbluff, for 
approval of a schedule of reduced long dis- 
tance rates. 

January 2: 
Farris and other patrons of Platte Valley 
Telephone Corp. alleging unjustifiable cur- 
tailment of toll service. 


January 2: Application filed by the 
Calloway & Arnold Telephone Co. for 
authority to install gross and net rates at 
its Arnold exchange. 

January 2: Application filed by Chap- 
man Telephone Co. for authority to make 
a charge of 10 cents for all calls made 
outside of hours. 

Ouxi0. 

December 7: Troy Telephone Co. au- 
thorized to issue preferred capital stock, 
part of the proceeds of which to be used 
for the reimbursement of its treasury for 
money-expended therefrom for capital pur- 
poses prior to June 30, 1928, and the 
remainder in payment of the cost of addi- 
tions and extensions made subsequent to 
June 30, 1928. 

December 20: Application for permis- 
sion to purchase the Port William Inde- 
pendent Telephone Co. and to reorganize 
its own company made by the Clinton Tele- 
phone Co., Wilmington. 

December 22: Commission announced 
its tentative valuation of the Northern 
Ohio Telephone Co. properties at Port 
Clinton as $195,677 as of September 28, 
1927. The valuation is approximately $25,- 
000 under that claimed by the company and 
$7,000 under that urged by the city. The 
company has been collecting advanced 
rates under bond since September 28, 1927. 

OKLAHOMA. 

January 10: MHearing on complaint of 
Oklahoma Telephone Co. against Chase 
Telephone Co. and Garden City Telephone 
Co. alleging invasion of territory. 

WISCONSIN. 

January 8: Hearing at Madison on the 
application of the Soldiers Grove Farmers 
Telephone Co. of Soldiers Grove for 
authority to increase its rates. 

January 9: Hearing at Madison, on the 
application of Hayward Telephone Co. of 
tlayward for authority to dissolve. 

January 15: Hearing at Madison on the 
application of Badger State Telephone & 
Telegraph Co. of Neillsville for authority 
to increase its rates. 

January 15: Hearing at Madison on 
the application of Pardeeville Telephone 
Co. of Pardeeville for authority to in- 
‘rease its rates for service. 

January 16: Hearing at Barron on the 
ipplication of Dallas Telephone Co. for 
uthority to increase rates. 

January 17: Hearing at Thorp on the 
omplaint of John G. Bogumill and others 
gainst the Thorp Telephone Co. request- 
ig that the telephone company render 24- 
‘our service. 
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LUCIUS TETER, President «+ 


WHAT DO YOUR 
RECORDS SHOW! 
wy 


OES an analysis of the records of your company for 
the past ten years indicate a steady growth? @ If 
not, is this due to lack of capital for the expansion of 
your facilities ? @ Very few public utilities are able prop- 
erly to care for the growth of their business, or supply 
the demands for increasing facilities. without resorting 
to the open market for funds. This institution has been 
engaged in financing telephone and public utility proper- 
ties for twenty years. The officers of its Investment Depart- 
ment will be glad to discuss at any time the financing 
problems of companies in the telephone business— both 
large and small—with the idea of advising them as to 
their financial requirements, market conditions, and, if 
necessary, assisting them in every way in raising addi- 
tional capital for expansion or reorganization purposes. 


BOND DEPARTMENT 
J. W. MARSHALL, Vice-President 


CHICAGO TRUST 
COMPANY 


JOHN W. O°’LEARY, Vice-President 
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ALTON BATTERIES 


OF APPROXIMATELY 


10,500 
AMPERE HOURS’ 
CAPACITY 


ARE NOW BEING ERECTED 
IN THE NEW 


NATIONAL AUTOMATIC 
(STROWGER) EXCHANGE 


LONDON, ENGLAND 








THE a= < 
ALTON fen aoe 


Cables:—BATTERY, ALTON, ENGLAND 
Codes:—6th Ed. ABC and BENTLEY’S 
Representatives in Australia: 


MESSRS. AUTOMATIC TELEPHONES, LTD. 
SYDNEY 

















The Modern 


Tree Trimmer 


Speed with 
Efficiency 


= 











HIs No.1 Compound Lever 
Rope Pull Tree Trimmer 
is especially designed for tele- 
»hone company requirements 
t is operated by a rope and 
the drop forged crucible tool 
steel blade with compound 
leverage makes cutting ex- 
tremely easy. Al3inch metal 
pull lever, which greatly in- 
creases the cutting power, is 
H| placed 42 inches from the 
i head. Aspring retainer makes 
; it possible to adjust the ten- 
onawe sion. 
(e2—F*-. Obtainable with poles 6 to 
2p 16 {t. long and extra sections 
omen’ with aluminum sleeves for 
attaching. 


BARTLETT MFG. CO. 


451 East Lafayette Ave., Detroit, Michigan 


RTLE 
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Condensed Telephone News 


Companies Are Urgently Requested to Forward to Us Promptly 
News Concerning Construction, Rebuilding, Financing, Election 
of Officers, Sales and Purchases of Exchanges or Other Activities 


Financial. 

Fort Wayne, [np.—Dividend and inter- 
est payments on common and preferred 
stock and bonds, in the amount of $95,000 
was paid out by the Home Telephone & 
Telegraph Co. on January 2. Of this 
amount $62,695.50 is the semi-annual divi- 
dend to be paid to over 1,200 preferred 
stockholders on a total issue of $1,785,250 
of preferred stock. 

Common stockholders received a quar- 
terly dividend of $17,500.00, which is at 
the rate of 7 per cent per annum, while the 
holders of $500,000 of series A, 6 per cent 
gold bonds, received a semi-annual interest 


payment of $15,000. The total amount paid ° 


company security holders is $95,295.50. 
Considerable of this amount was paid to 
the Fort Wayne investors in company se- 
curities. 

More than $225,000.00 are paid out an- 
nually by the company to its stock and 
bondholders. 

Franchises. 

BONAPARTE, lowa.—The town council in 
Bonaparte has adopted a resolution fixing 
January 15 as date for a special election 
to vote upon issuing a 25-year franchise to 
the Van Buren County Mutual Telephone 
Co. of Keosauqua for use of the alleys and 
streets of Bonaparte for operation and 
maintenance of a telephone and radio sys- 
tem. 

REMBRANDT, lowa.—At a special election 
held here recently the people voted almost 


unanimously in favor of granting the 
Northwestern Bell Telephone Co. a 25-year 
franchise. 

Elections. 

PRopPHETSTOWN, ILL. — Stockholders of 
the Prophetstown Mutual Telephone Co. 
met recently for their annual business meet- 
ing and elected George Aylsworth and 
Harry Lineweaves directors for three 
years. Other directors are Ed Oberle, 
George Merrill and Henry Lancaster. 

Following the stockholders’ meeting the 
directors met to organize and the follow- 
ing officers were elected: President, George 
Aylsworth ; vice-president, George Merrill ; 
secretary, F. L. Dudley; treasurer, Edgar 
Rodee, and manager, F. L. Dudley. 

Ex:cin, lowa.—The Illyria and Pleasant 
Valley Telephone Co. held its annual meet- 
ing December 15 at Elgin. The company, 
which has 50 subscribers, had a successful 
year. It re-elected as directors: Robert 
Wilson, W. S. Rothlisberger, J. M. Shaf- 
fer, Albert Dennler, Tim Thoman, Charles 
Rothlisberger and Henry Holzer. 

Morninc Sun, Ilowa.—A. F. Reid was 
elected president of the Morning Sun Mu- 
tual Telephone Co. at the annual meet- 
ing held recently, and C. A. Peterson re- 
appointed manager. Annual reports showed 
the exchange to have had a prosperous year 
and officials discussed plans for improve- 
ment of the service. 

Other officers were elected as follows: 
W. A. Thompson, vice-president and treas- 
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ATTENTION TELEPHONE MEN! 


Have opening for several high grade expert- 
enced Telephone Men: Managers, Commer- 


cial, Equipment and Construction Superin- 


Please apply by letter, giving experience, 


references and salary requirements. 


held in 


C. L. FISHER 


Room 721, 231 So. La Salle St., Chicago 


strict confi- 
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urer; Miss Maud Skinner, secretary; Ed. 
Thompson, line foreman. The directors in- 
clude Messrs. Peterson, Reid and Thomp- 
son, Sam Baird, W. H. Van Horn, E. H. 
Hensleigh and H. E. Cummings. 

PiymouTH, Iowa.—Officers of the Ply- 
mouth Telephone Co. were re-elected at the 
annual meeting of stockholders recently. 
J. T. Holden is president; L. S. Arm- 
strong, vice-president; C. A. Molsberry, 
secretary, and Martin Hanson, treasurer. 
Mrs. Anderson was re-appointed manager 
for the ensuing year. 

Canova, S. D.—The Vermillion Tele- 
phone Co. of Miner county at its annual 
business meeting held in Canova elected the 
following officers for 1929: W. T. Gough, 
president ; G. I. Riley, vice-president ; W. S. 
Hillman, secretary and treasurer; direc- 
tors: L. H. Hillman, Gust Palmquist, V. 


E. Brown, C. L. Portratz and George 
Feske. 
Construction. 
Fort Myers, Fra.—The _ Inter-County 


Telephone & Telegraph Co., J. S. Gillen- 
tine, vice-president and general man- 
ager, has announced a $150,000 expansion 
program to begin immediately. This in- 
cludes the erection of telephone exchanges 
at Naples and Clewiston and building a 
trunk line from Fort Myers to Miami; 
many improvements are to be made to 
local exchange, including enlargement of 
present cable plant. 

ATLANTA, Ga.—The Southern Bell Tel- 
ephone & Telegraph Co. plans a_ budget 
expenditure of $30,000,000 in nine south- 
ern states during 1929, all but $11,000,000 
of the sum for additions and equipment 
improvements. 

Allotment by states: Georgia $5,278,000 ; 
Tennessee $4,850,000; North Carolina $4,- 
250,000; South Carolina $1,500,000; Florida 
and Mississippi $2,000,000 each; Alabama, 
Kentucky and Louisiana, $3,000,000 each. 

ALEpbo, ILL.—Cases of trouble and inter- 
rupted service have been reduced 50 per 
cent since the Peoples’ Telephone Co. of 
Aledo and the Seaton, New Boston and Lit- 
tle York exchanges were consolidated un- 
der the Western Illinois Telephone Co. in 
April, 1928, F. H. Logan, manager of the 
Aledo exchange, and P. H. Lyday, district 
superintendent, said recentlv. 

“Among the plans for 1929 for Mercer 
county are included building of a new line’ 
along route 83 east of Aledo to what is 
known as “four mile” corner; rebuilding 
rural lines south of town to eliminate in- 
duction from power lines and rebuilding 
lines and regrouping subscribers over the 
exchange area,’ Mr. Logan said. 

CHArRLEs City, lowa.—The Western Elec- 
tric Telephone Co. has outlined a program 
of improvement, involving the expenditure 
of about $50,000 in this community during 
the forthcoming year. Replacement of 
400 poles, installation of 25,000 feet of 
aerial cable and extension of cable in parts 
of the city which cannot be adequate] 
served by distributing wires and replace 
ment of overhead lines by cables in th 
north part of town, with certain toll lines 
similarly replaced, are the principal projects 
contemplated. Central office equipment will 
entail improvements costing $10,000 for 
audible ringing and flash recall. A new 
switchboard and facilities for 300 addi 
tional subscribers will be provided. N. B 
Trenor is manager. 

West Liserty, lowa.—The West Lib 
erty Telephone Co., of which H. B. Melic! 
is manager, completed some extensive im 
provements during the past year, includins 
the rebuilding of all of its toll lines, abow 
40 miles in all, about 60 miles of new farn 
lines, most of this work being done o1 
primary roads that were being paved. Th 
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work was done by the West Liberty Tele- 
phone Co. under the supervision of Super- 
intendent E. C. Hesser. In addition, the 
company laid an additional 2,000 feet of 
underground cable. An expenditure of 
about $10,000 is expected to be made on 
improvements during this year. 

Boston, Mass.—At its regular monthly 
appropriation meeting December 27, the ex- 
ecutive committee of the New England 
Telephone & Telegraph Co. authorized the 
expenditure of $2,278,503 for new con- 
struction and improvements in plant, neces- 
sary to meet the demand for service. In- 
cluding this authorization, the total com- 
mitment of the company for plant expendi- 
ture this year was $23,490,752 

Of the amount authorized, $841,971 is 
the estimated total cost of hundreds of rou- 
tine additions to plant in all parts of the 
company’s territory during January, appor- 
tioned as follows: Metropolitan Boston, 
$347,106; in other parts of Massachusetts, 
$285,025; Maine, $64,356; New Hampshire, 
$35.142; Vermont, $23,254; Rhode Island. 
$87,088. 

Appropriations for Greater Boston in- 
clude $22,800 for cables in Hull; $11,560 
tor Melrose; $43,800 for Norwood; $32,700 
for University, Cambridge; $10,627 for 
central office equipment in University. 

Care GirARDEAU, Mo.—Plans have been 
completed for the erection of a telephone 
line from Cape Girardeau to McClure, Ill. 

Hamitton, Mo.—The Middle States 
Utilities Co. of Cedar Rapids, lowa, owner 
of the Hamilton telephone system, has let 
the contract for a new telephone building 
here to C. F. McClean of Cameren. Mr. 
McClean has ordered materials for this job 
and thé plan calls for the construction work 
to go forward this winter, as rapidly -as the 
weather conditions will. permit. 

The building is to be a modern one of 
brick and tile construction, with a lobby, 
hookkeeper’s office, switchboard room, rest 
room for operators and work room for 
the manager. 

Rockport, Mo.—The telephone system is 
being rebuilt here at a cost of approxi- 
mately $15,000. 

KEARNEY, Nes.—The Continental Tele- 
phone Co., one of the properties owned by 
the Gary interests, is erecting a new build- 
ing here to house its local exchange, which 
is being entirely rebuilt. It will also be the 
headquarters from which will be operated 
19 telephone exchanges the company owns 
in central and southwestern Nebraska. Its 
eastern Nebraska holdings are operated 
from headquarters at Columbus. 

LeEwisBurG, On10.—Equipment and busi- 
ness of the Lewisburg Telephone Co. has 
passed into ownership and control of the 
Standard Public Service Corp., purchase 
having been effected recently. The cor- 
poration maintains headquarters in Wheel- 
ing, W. Va. 

The Standard corporation also owns and 
‘ontrols in Preble county the Preble 
County Telephone Co., West Alexan- 
lria, and the Gratis, Verona and College 
Corner companies. Gratis was controlled 
vv the West Alexandria company and 
Verona by the West Milton company. Both 
West Milton and Brookville have been pur- 

hased by the corporation. 

Farmersville, Oxford, Plain City and 
\lechanicsburg are other companies in this 
ection of the state that have been ac- 
uired by the Standard. In all, the cor- 
oration has acquired 22 telephone plants 
nd properties in southwestern Ohio, in- 
luding a group along the Ohio river, east 
f Cincinnati. 

Amos Fudge, West Alexandria, will 
lanage the Lewisburg, West Alexandria 

id Gratis group, along with possible addi- 
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‘a PON independent companies often falls the ip 
a burden of changing conditions and teleph- is 
ony methods. A need for new equipment— is 


expansion and many other problems must be 
It is in the capacity of counsellors, ex- 
perienced operators and financing agents that 
we request the privilege of bearing your burdens 
of changing conditions. Our more than 30 years 
of experience have given us the practical knowl- 
edge to solve your problems. 
your needs and give you the advantage of our 
Write today for “A Com- 
plete Service’—our newest booklet describing 
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The 


Handyman 


POLE PULLER 


ONE-MAN tool, light, easy to handle. 
Pulls a pole out of the ground three 
feet without taking extra hitch. Lifts 
on down stroke of the handle. Clamp 
prevents jack rubbing against pole, giv- 
ing most direct possible pull. A most 
useful addition to plant equipment. 
Used on every job where heavy lifting 
ws is required. 








ms Write for descriptive 
im folder and prices. 


HARRAH 
MFG. CO. 


———— 


Bloomfield, 
Ind. 
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The Gee Vee Pipe 


Cap, Type F 


For use on the end of 
conduit containing lead 
covered or signal wires. 
Plenty of room for the 
wires; furnishes good ven- 
tilation. Galvanized, and 
has brass screws. Can be 
applied after the wires 
are drawn in and con- 
nected up. Pipe does not 
have to be threaded. 
Made in sizes from %” 
to 6”. 

Also made in the B style 
for horizontal services. 


“Vv 
ext 1g ' 
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the Standard corporation. 


JAY G. MITCHELL LUZERNE, Pa.—Numerous improvements Guy Wire Clips 


, Hage . tions. Ile was manager of the three com- ARNEY 
ee SS Se panies prior to their being taken over by KE 


TELEPHONE ENGINEER intended to make the service equal to that 
ae SS received in cities will be added by Andrew Eliminate Serving 
J. Sordoni to Luzerne Telephone Co. which S d End 
1411 South Park Ave. Springfield, Ill. he purchased recently. A thorough survey tran nas 





will soon be made by the new owner to 
ascertain what additional fixtures will be 
necessary to improve the service to the 
1,100 subscribers of the old company. 


Hvuron, S. D.—A project calling for the 
Frank F. Fowle & Co. inapaliotion of slighth grating rend alia A C C O U N T I N G ! 


, i" miles of new telephone cable in Huron has 
Electrical and Mechanical 


Main Office - - ST. LOUIS, MO: 








: - Specialization on Public Utility Account- 
been started by the Dakota Central Tele- oe Records and Audits enables us to 
Sw best serve Telephone Companies. 
ENGINEERS phone Co. | 7 
The installation is -being made, it was HERDRICH AND BOGGS 
Monadnock Building CHICAGO explained by E. J. Calendine, resident Certified Public Accountants | 














manager, to relieve congestion im various 1014 Merchants Bank Bldg., Indianapolis, Ind 
parts of the city and to open new lines. 

-—- A crew of 15 men is here from the 
general offices of the company at Aber- 














deen. 
SPOONER & MERRILL, Inc. Much of the new cable installation will Universal Insulators 
CONSULTING ENGINEERS be completed within two months and the etn aesmert your Gren tine 
; ner 2 , 4 . - » = v1 support yo o ires 
Specialists in Public Utilities entire project probably will be ready m1 to your entire satisfaction 


March, according to Mr. Calendine. 
HlopEWwELL, Va.—The Petersburg Tele- 
phone Co. has let a contract for a 36 by 45 


and at a minimum cost. 
Are you a user? Samples 
free on request. 


Telephone — Electric —Gas— Water—Railway 
Valuation—Examination— Engineering 














’ : : aa ae i 1 ecialty Co. 
111 W. Monroe St. Chicago, Ilinois ft., l-story fireproof telephone building to roy yy 4 
be erected here. Terre Haute, Ind. 
Miscellaneous. 





GILBERT, ARK.—A meeting was held here 
recently for the purpose of organizing a 




























Creosoted local telephone company to operate between 
St. Joe, Gilbert and Bruno. V 
( ‘EDAR POLES Bacpap, FLa.—Efforts are being made GUSTA HIRSCH 
to secure a local telephone system here in- Consulting Engineer 
Prompt Shipment via Rail or Water dependent of the Milton exchange. The In all branches of Telephone Engineering. 
town of Bagdad is as large as Milton and Rate Cases, Appraisals, Financial 
CASCADE TIMBER CO. for years has aspired to a telephone system ——8€~s” —- 
822 Tacoma Building Tacoma, Wash. of its own. The movement is sponsored by 6 
: i oe COLUMBUS . OHIO 
leading business interests. 
Mr. Vernon, Ga.—The properties of the 
; Mt. Vernon Telephone Co., J. L. Stanford, — : a ret 
manager, were sold recently to the South- 
Duri t one . = cae a one 
KIOMNS), I Sues heen tuned eastern Telephone Co. of Chicago. The 
J: TELEPHONE N to appraise ——— transfer of the property and management ( EDAR POLES 
- —— —— Exchanges all _ over became effective with the consummation of 
\ V th United States. y . . 
The list totals 66s. the deal. Northern & Western 
Would you e The -chasine c : as rece — 
a weleaat a Gar The purchasing company has recently J. J. SEGUIN COMPANY, Limited 
aoreiase® taken over the telephone interests at Mc- Seguin Building, 421 St. Paul St 
NGINEE oos-4 nemeke Building | Rae, Metter, Stilmore and Reidsville. The en QUEER, CANADA 
INDIANAPOLIS Mt. Vernon lines make the connecting link iis 











between the other systems of the merger. 
The new company, it is understood, -will 
make extensive improvements, including 24- 























CONSULTING TELEPHONE ENGINEERS Pee Te een Telephone. Co. KEARNEY 
. 7 > NET. > srepnone oO. fas | 
— SS ota ee organized in 1910 by G. J. Stanford and Hi-Tension 4-in-1 
Plans, Estimates and Repeste, J. I. Stanford, the latter taking over the ; 
Appraisal and Supervision fr Te cst whe mr onnenggl s E ° A -h a 
, local interest two years ago. xpansion ncnors 
Can arrange a moderate amount of financing Wavcnoss. Ga.-The Homerville Tele- N 6 12 ib 
406 West 34th St. Kansas City, Mo. phone Co., embracing the Homerville and o 607 se Ur d , 
Clinch County system, has been leased by Strains an nder 
W. V. Musgrove and L. B. Musgrove. | Main Office - - ST. LOUIS, MO. 
° owners, to W. J. Griffs and Edgar Chris- eS a essa 
i a: The lease was effective Decem- 
Tr &. 
W. H. CRUMB The telephone system was organized in FINANCING 
1911 by G. J. Dame, and improvements We are prepared to furnish financial 
Telephone Engineer since that time have brought the valua- oomnmnaten “ter maprevemants Ga = 
tion of the county-wide plant to more than — Our service ranges $50,000 
. , $18,000. ; tere Fe 
9 South Clinton St. Chicago a 203 — City, Mo. 
42 years, manager of the office of the Illi- Municipal Utility Investment Co. 
ae wile ea nois Southern Telephone Co. here, dropped 











dead at his home recently, while sitting 


J. G. WRAY & CO. CONSULTING i 9 
Telephone Engineers Telephone Engineer N A U G L E P 6) L K S 


Specialists in Appraisals, Rate Surveys, Northern and Western Cedar 


+ on Organization, GARRISON BABCOCK Rutt-treated of Plain 
ané ° 


Operation Telephone Companies 
J. G. Wray, Fellow A. I. E. E. 1107 White Building NAUGLE POLE & TIE CO 
‘ 4 4 4 4 4 4 

2130 Bankers Bldg., Chicago SEATTLE ~ WASHINGTON 59 Bast Madison St., Chicage 





Cyrus G. Hill 
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quietly in his chair. Mr. Carpenter had 
been teeling badly for several days but had 
not been sick enough to stay home from 
work and had worked just the day before 
his death. 

FarMouNtT, [Np.—Otto Morris has been 
named to succeed Alvin J. Wilson, who has 
been secretary-treasurer of the Citizens’ 
Telephone Co. here for more than eight 
years. Mr. Wilson resigned -because of ill 
health. Mr. Morris has been connected 
with the company for a number of years 

Fiora, Inp.—Sale of the Flora Tele- 
phone Co. has been announced, a contract 
having been signed by the owners with J. 
<. Townsend of Indianapolis, representing 
Indianapolis interests, for the transfer of 
the property within the next 90 days. The 
consideration was reported to be $75,000. 
The present owners are Mr. and Mrs. 
Warren Knapp and Mr. and Mrs. Charles 


Cochrane. The company was organized 
in 1897, 
SHELBYVILLE, INp—Transfer of — the 


property of the Lewis Creek Telephone 
Co. of Shelby county, to Hope Telephone 
Co. in Decatur county, has been announced. 
The Hope Telephone Co. owns and oper- 
ates the exchanges and lines at IHlope, 
Hartsville, Flat Rock, Flat Rock Cave 
and St. Paul. 

SALEM, Ore.—Difficulties between the 
ern Ridge Telephone Co. and the Moun- 
tain States Power-Co. were settled recently 
in County Judge Siegmund’s office when 
the telephone company agreed to with- 
draw charges against the power company 
on receipt of $300 which the power com- 
pany offered to pay. 

Members of the telephone company’s 
board declared that for 22 years the lines 
vave good service until the Mountain 
States company erected its lines across the 
road. For the past six months, they de- 
clared, the service has been virtually un- 
usable because of the hum and singing on 
the lines which they are positive was 
caused by the location of the power line. 

The Mountain States representatives as- 
serted that the telephone line was not in 
compliance with the standard rules and 
regulations and that while they always 
paid all damages which arose because of 
the installation of their new lines, they 
could not and would not pay for the 
metallicizing of a circuit, because that was 
required under the law as it now stood, 
and what they termed as obsolete type of 
equipment was causing the trouble and 
should not have been there in the first 
place. For all other damages such as mov- 
ing poles, the company declared it was 
ready to pay a reasonable price. 

The telephone lines involved run up 
from Stayton to Mehama and Lyons and 
20 back into the hills through wooded 
country. 

McKenziz, TeENN.—An offer from the 
Southern Bell Telephone & Telegraph Co. 
to buy out the McKenzie Home Telephone 
(o. was rejected here recently by the ex- 
ecutive board of the local company. A 
number of business and professional. men, 
who are forced to keep both telephones 
in order to serve the public, have recently 
expressed a desire to see the two com- 
panies consolidated. 

The members of the executive board of 
the Home company for the ensuing year 
ve R. E. Pate, president; Ray Cook, vice- 
president; B. T. Everett, secretary: W. 
k. Gilbert, manager; J. F. Greiner, J. W. 
\\hitsett, W. C. Todd and R. B. Sydnor. 

Warsaw, Va.—The Northern Neck Tel- 
ephone Co., with headquarters here, has 

n bought by the East Coast Telephones, 
luc., the owners of the Gloucester County 
l~lephone Co., it is stated. 
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The New FURNACE 
for the Telephone Industry 


The Wall Big Brute DREADNAUGHT is a cable-splicing furnace of 
unusual merit. from tank to top-plate it is new in every detail, a radical 
departure from usual styles and- specially designed for the extreme condi- 
tions of service ‘n this field, insuring lowest possible maintenance costs. Get 
all the facts—write today for details of this latest “Service with Safety” Furnace 


P. Wall Mfg. Supply Co., 3126 Preble Ave., N. S., Pittsburgh, Pa. 


The i 3 8. 4°78 TH * DREADNAUGHT 
WALL 7! a, ii Splicers’ Furnace 


we 














Underwriters and 
Distributors of Independent 
Telephone Company Securities 


OUR facilities are adequate 

for the financing of any 
telephone property, regard- 
less of size. 


We welcome in- 
quiries regarding 
the purchase or 
sale of sound 
issues. 


Hayden, Van Atter & Schimberg, Inc. 


231 So. La Salle St. Chicago 
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OPPORTUNITIES: 


Rates 8 cents per word, payable in advance. 


Minimum charge $1.50 for 18 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you 3U 
to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


ef our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 
“Rebuilt” Equipment Department 


Premier Blertric Lompany 
Chicago, Ill. 
“REBUILT” when connected with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Kellogg No. 742 Common Battery steel 
hotel sets with booster Ind. Coil 
equipped with Straight line or 16-33- n 
50 or 66 cycle harmonic ringers @..$ 6.75 

Western Electric No. 46 Common battery 


ee, ED GE n.6. 64.06 44-0:05000600460608 .50 
Western Elec. No. 20 Common battery 

BG, GOD | cic cevccsceseseecsseses 35 
Cook No. 10 Arresters complete with 


heat coils, etc., per bank of 20 lines @ 8.25 
Kellogg No. 2696 type 4-bar 1000 or 

1600 ohm Bdg. compact type wall 

telephones @ 
Am, Elec. No. 36 5-bar 1000 or 1600 ohm 

Bdg. compact type wall telephones 

equipped with Kellogg or Western 

Electric Transmitters @ ............ 8.25 
Kellogg desk sets With concealed wir- 

ing signal sets, 3-bar 1000 or 1600 

ohm $10.00—4-bar $10.75—5-bar @... 11.75 
Stromberg No. 992 type desk sets with 

concealed wiring signal sets, 3-bar 

1000 or 1600 ohm $9.50—4-bar $10.50 

.. 2 Jr eee 10.25 
Kellogg No. 79C. B. Induction Coils @ -40 
Kellogg LC. Transmitters, complete with 


mouthpiece and back @............. 1.10 
Automatic Elec. 500 Ohm Ext. Bells, 
Se A, cates enneedenenweavces .95 


Write for Our Bulletin 
REBUILT ELECTRIC EQUIPMENT CO. 
Not Inc. 


1940 W. 2ist St., Chicago 


POSITIONS WANTED 


POSITION WANTED—By all ’round 
telephone man, aged 27. Seven years’ 
experience as maintenance and trouble 
man—3 years as manager. Understand 
both C. B. and Magneto. Prefer Iowa 
or Illinois. Wife a first-class operator. 


Address 7385, care of TELEPHONY. 

















HELP WANTED 


MANAGER WANTED — Bids for 
manager of telephone exchange will be 
received to Feb. 9, 1929. Married man. 
State wages and references. Board of 
Directors reserves right to accept or re- 
ject any or all of bids. 


Co., Tyler, Minn. 








Tyler Telephone ' 





IF YOU ARE IN NEED OF 
THE FOLLOWING 


Kellogg Desk Stands—Magneto 
or local battery, with or with- 
out induction coils or retard 
coils. 


Kellogg Steel Hotel Sets cither 


retard or induction coils, 
straight line or harmonic 
ringers. 


Kellogg No. 259 Steel Signal 
Boxes, with or without induc- 
tion coils, straight line or har- 
monic ringers. 


Kellogg No. 75 Steel Signal 
Boxes, straight line ringers. 
Kellogg No. 404 Steel Signal 
Boxes, straight line ringers. 


Kellogg No. 408 Wood Signal 
Boxes, straight line or har- 
monic ringers. 


We Have Them. 
for prices. 


Electrical Instrument Repair Go, 


1721 West Adams St. Chicago, Ill. 


Write 

















Rebuilt Common Battery 
Desk Sets 


KELLOGG No. 97 desk stands 
with F 259 steel bell boxes, 


SEED adacacncncocava $8 
Same with harmonic or 
syncromonic ringers ...... 8.50 


KELLOGG No. 118 desk 
stands with F 257 steel bell 


boxes, straight line........ 8.00 
Same with harmonic or syn- 
cromonic ringers .......... 8.50 


STROMBERG - CARLSON 
No. 988 or 986 stands with 
No. 1132 steel bell boxes, 


Sk) a ee 7.00 
Same with harmonic or syn- 
cromonic ringers .......... 7.50 


WESTERN ELECTRIC No. 
1020 A. L. or 1020B desk 
stands with No. 334 steel 
boxes, 1000, 1400, or 2500 
GUM GEIS o.oo vccccciawenis 8.50 
Same with 295 wood bell 
EES el ea eee 8.00 


Buckeye Telephone & Supply Co. 


30 W. Spruce Street, 
COLUMBUS, OHIO 














Mentioning TELEPHONY gives your inquiry tone. 


TELEPHONES and Telephone Apparatus of 
All Makes Repaired. 

Used Equipment Purchasedand Exchanged 

THE TELEPHONE REPAIR SHOP 


6966 Ravenswood Ave., Chicago, Ill. 








FOR SALE 





NEW TELEPHONE EQUIPMENT 

We list below a few items of a large 
lot just received. These are all new, 
mostly of Holtzer Cabot make: 

Wall Telephones, 1000 and 1600 ohms, 
4-bar bridging and 3-bar, 80 ohm series, 
less transmitters and receivers, each 
$1.50—Hand Generators, 4-bar, each 75c. 
3-bar, each 50c. Extension Bells, 80. 
500 and 1000 ohms, Oak and Walnut 
finish, each 50c—Operators’ 80 ohm Re- 
ceivers with Head Bands, each 50c. Also 
manv others. Send for complete list of 
bargains. Electrical Surplus Company. 
Tel. Dept., 1911 Chicago Ave., Chicago. 





FOR SALE—Type H Wireless Cable 
Testers, $18.50 complete with exploring 
coil and receiver, new, guaranteed. Why 
pay more? Electric Specialty Co., Box 
645, Cedar Rapids, Iowa. 





FOR SALE—W. E. No. 22C and Ball 
Type drops and jacks. Also a 50 and 
100 line switchboard. G. W. Beach, Box 
146, Cedar Rapids, Iowa. 








TO OBTAIN the Right 
Man for your require- 
ments, an “Opportunity’s” 
advertisement will place 
him in touch with you. 














WANTED TO BUY 


WANTED TO BUY—Telephone plant 
of 150 to 1000 stations. Will consider 
plant any size, anywhere. Write at once 
Address 7390, care of TELEPHONY. 











WANTED 


WANTED TO EXCHANGE—A min 
eral springs park of 30 acres with hote 
—$6,000.00 with cash up to $12,000.00; 140 
acre farm—$15,000.00 with cash up t 
$22,000.00; 255-acre farm—$32,000.00 wit! 
cash up to $40,000.00—to exchange fo 
telephone system of about 800 stations 
anywhere. Address L. Q. Adamson, Ar- 
rington, Kans. 








WANTED—lIowa man wants sho: 
time jobs repairing switchboards an 
other central office equipment, long e> 
perience, reliable references. Geo. Bis! 
ton, Box 645, Cedar Rapids, Iowa. 
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An outstanding 
feature of present- 
day telephone busi- 
ness is the remarka- 
ble increase in the 
long distance message traffic. As Amer- 
ican business has expanded and as social 
life has speeded up, the use of toll service 
has grewn proportionately, and people 
have become accustomed to using the tele- 
phone for communicating to distant places 
instead of relying on the mails or the 
telegraph. 
come 


In consequence, toll business has 


to be an increasingly important function 
of the average telephone company, and, if 
favorable, 


the conditions are reasonably 


the toll receipts constitute an important 
part of the company revenues. 

This is not only proper but essentially 
necessary, for the public is going to de- 
mand more and more toll service as the 


country continues to grow, and as a 


greater number of people find it con- 
venient to rely on telephone lines for long 
distance communication, of course it is up 
to the telephone companies te satisfy this 
demand. 

ok * a * 
business tor 


Bell 


ganization, in announcing a reduction in 


No doubt it was good 


President Gifford, of the parent 


day rates for toll and long distance calls, 
o call attention to the fact that the pro- 
sed cut means an annual saving to the 
ublic of more than five million dollars. 
is entirely proper for the seller to re- 
ind the buyers that hereafter they will 
t a better price. 


It would also be good business for the 


REGARDING THE GREAT GROWTH IN 
TELEPHONE TOLL TRAFFIC it 


3ell organization to arrange matters so 
that part of such savings would be passed 
on to the connecting companies which have 
an important part in carrying on this con- 
stantly growing toll service. 

Toll Rate Cut. 

As officially stated, this reduction in toll 
rates, which takes effect February 1, is 
the third which the American Telephone 
& Telegraph Co. and its associated com- 
panies have made in two years and four 
toll traffic in- 


months. As the volume of 


creases, doubtless there will be a fourth 


reduction in the rates some ,time in the 


future as the Bell policy provides that 
“earnings more than sufficient to provide 
such service will either be spent for the 
enlargement and improvement of the serv 
ice furnished or the rates charged for the 
service must be reduced.” 

When that time arrives, a portion of the 
“cream” should be given to the Indepen- 
dent companies that handle the local con- 
nections, in the shape of a larger share of 
the revenue derived from the public. This 
would be along the line of “enlargement 
and improvement of the service,” as de- 
fined in the Bell policy, for with increased 
income from its toll service operations the 
local company would be better able to 
maintain that service in efficient condition. 

Certainly the public would approve such 
a course that would tend to strengthen an 
essential link in the service. Five million 


dollars savings would be a tidy sum for 


one person, but di 
vided among all toll 
users in the country, 
would not make 
or break individual. 


TELEPHONY, therefore, suggests that a 


share of the next five million be distrib 
uted among the local connecting companies, 
which no doubt could use the increased 
revenue to good advantage. 

* * 


The 


of intercity telephone cable has contributed 


substantial growth in the network 
largely to the increase in long distance 
business. It is estimated that in 1928 1,500 
miles of such cable was constructed, which 
sets a record for any single year. Thes« 


improvements and increasingly efficient 


operating methods have helped the toll 
service and encouraged the public to use 
the long distance telephone more and more. 
The trend of current events shows that 
the American public want the best and aré 
willing to pay for the best. When business 
men maintain their own private airplanes 
to save time in making business trips—or 
even short vacation trips to Florida—it is 
not surprising that they use the long dis 
tance telephone as commonly as their an 
cestors used a one-cent postal card. 


And the 
the habit. 


younger generation is getting 


Students in eastern colleges 


think nothing of frequently “calling up” 


Middle Western 


states, and even messages from New Eng 


the folks at home in 


land to the Pacific coast are no longet 


unusual, 
7 * a * 
The February 1 reduction in toll rates 


applies only to day calls. It is understood 





16 


that the purpose is to divert considerable 
of the present night traffic to the daylight 
hours in order to balance the load. Because 
of the lower night rates, the vast bulk of 
long distance messages now are put 
through during the night hours, with the 
natural result that the night service has 
not been so satisfactory as the day opera- 
tions, aside from the cost factor. 

Reducing the day tariff and keeping 
night rates as at present, it is hoped that 
the traffic will be more equalized. 

If this expected division of the volume 
is realized, the quality of the toll service 
at night should be improved. 

*k * x x 

The accumulation of toll calls at the be- 
ginning of the lower night rate period has 
been so great in many of the larger cities 
offered business could 


that much of the 


not be handled. In the urgent cases, toll 
users preferred to pay the higher day rate 
and get quicker, better service. 

$y being able to handle night calls—for- 
merly canceled because of overloaded 
wires—it is expected the telephone com- 
panies will be compensated for the loss of 
revenue occasioned by the cut in the day 
message rate. 
File Your Rules. 

That 


Ben B. 


was excellent advice offered by 


Boynton, general counsel for the 
Illinois Telephone Association, to the mem- 
bers of that organization with regard to 
their service rules and 


companies filing 


regulations as well as their rate schedules 
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COMING CONVENTIONS. 


Arkansas Telephone Association, Lit- 
tle Rock, Marion Hotel, January 21 
and 22. 

Minnesota Telephone Association, St. 
Paul, Hotel Lowry, January 22, 23 
and 24. 

American Program Service Associa- 
tion, Chicago, Sherman Hotel, January 
25 and 26. 

Nebraska Telephone Association, Lin- 
coln, Hotel Lincoln, February 13, 14 
and 15. 

Wisconsin State Telephone Associa- 
tion, Madison, Loraine Hotel, February 
20 and 21. 

Oklahoma Utilities Association, Okla- 
homa City, March 12, 13 and 14. 


Texas Independent Telephone Asso- 
ciation, Ft. Worth, Texas Hotel. March 
25, 26, 27 and 28. 

Ohio Independent Telephone Asso- 
ciation, Deshler-Wallick Hotel, Colum- 
bus, April 16, 17 and 18. 

Indiana Telephone Association, In- 
dianapolis, Claypool Hotel, May 7, 8 
and 9. 

Up-State Telephone Association of 
New York, Seneca Hotel, Rochester, 
May 22, 23 and 24. 








with the state commission. This is in tech- 
nical conformity with the law, but, aside 
from that, the filing of such rules affords 
the operating company protection in dis- 
putes with its subscribers that is likely to 
prove valuable when most needed. 

Should the company find it advisable to 
discontinue service to a subscriber for any 


one of a number of reasons, the subscriber 
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could make it extremely uncomfortable 
for the company if the rule permitting the 
cancellation were not a.matter of record 
in the office of the commission. The com- 
pany supplies service and the subscriber 
receives service according to the terms and 
schedule on 


conditions described in the 


file with the commission. 
It is apparent that in any dispute which 


may arise the company is in a much 
stronger position when the rule in ques- 
tion—and which the subscriber is object- 
This 


would uphold the right of the company to 


ing to—is a part of the record. 


cancel service for non-payment of bills, 
improper language over the wire, or other 
equally good reasons. With such rules on 
file, the company action is justified by the 
record. If they are not on file the sub- 


scriber has more ground for objection. 


Along the same line, rules stating that 
the subscriber has no property right in a 
certain telephone number, and that the 
company can change his number for good 
and sufficient reasons, should also be filed 
with the commission. Regulations govern- 
ing collections and the handling of switch- 
ing lines are also a useful part of the com- 
mission records. Likewise the right of the 
company to disclaim liability for mistakes 
in directory classifications should be filed 

Care in following such suggestions as 


made by General Counsel Boynton may 


save the telephone company a great deal 
of trouble. They need to be adopted, how- 


ever, before any trouble commences. 


Traffic Force Adjustment Studies 


Force Adjustment Will Save Money, Assist in Giving Service and Raise 
Morale of Operaters—From Records, Volume of Traffic May Be Computed 
Paper Read at Traffic Conference of the Tri-State Convention at Erie, Pa. 


By E. E. Michael, 


General Traffic Manager, Ohio Bell Telephone Co., Cleveland, Ohio 


There are many most interesting sides 
to the subject of force adjustment and load 
control. With the limited time at our dis- 
posal, it seems that the best plan would 
be to outline the preparation and applica- 
tion of an operator’s schedule for use in 
a central office. It must, of necessity, be 
an outline, and I will confine myself to 
those phases of it which are most vital to 
successful force adjustment and load con- 
trol. 

If I were to have charge of starting 
force adjustment and load control in a cen- 
tral office, my first consideration would be 


tc see to it that each employe in a super- 
visory capacity had a thorough understand- 
ing of what could be expected from a good 
force adjustment job and the time, 
thought, effort and expense necessary tc 
carry it through. 

I would add to this list of supervisory 
people, the president of the company, the 
general manager, and all officials down to 
and including the chief operator. I would 
instruct the supervisors and operators later, 
but my first consideration would be those 
officials who must give their approval 


for the expenditure of time and money for 


the necessary studies. I would give these 
officials the picture that there are no set 
rules for grinding out a satisfactory sched- 
ule and force adjustment routines, with- 
out much time and thought given to de- 
velopment work and application of the 
routines to the central office conditions. 

It is hard to over-estimate the importance 
of this educational work. After there is a 
thorough understanding of the necessar: 
plans, records, and work involved by thos« 
who are to prepare for the schedule, an 
an appreciation of the procedure of its ap 
plication in the central office, the success ¢ 
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force adjustment and toad control is as- 
sured. 

Experience has proved that force adjust- 
ment will save money for the telephone 
company, assist in giving service, and raise 
the morale of the operating force. The 
savings will be accomplished through ad- 
justment of the number of operators on the 
force to the actual traffic expected. The 
plan contemplates that it will be some indi- 
vidual’s duty to study the trend of traffic 
from month to month during past and pres- 
ent years, and so set up the force sched- 
ule and training programs for future 
periods that sufficient operators will be pro- 
vided to meet the traffic offered and at the 
same time, not have an excess of force. 

Proper force adjustment routines will 
provide that sufficient data be kept daily. 
weekly, and monthly, to give information 
for forming correct decisions with regard 
to changes in traffic volume, force losses, 
absentees, and unusual conditions affecting 
the operators’ requirements. The routines 
will also provide and means of 
readily altering the operators’ schedule and 
number on duty without disrupting the or- 
ganization of the force. 

Benefits of Force Adjustment. 

With proper use of these toois for con- 
trolling the size of the force, there will 
be savings that will more than justify the 
necessary, effort and expense in any tele- 
phone exchange, regardless of size. 

Force adjustment will also assist in giv- 
ing service. 


ways 


It is the aim in setting up the 
operator’s schedule that all operators ex- 
pend the same effort each half-hour of the 
day and that the shortage or surplus of op- 
erators during any period of the day, be 
reduced to the absolute minimum. Routines 
may be set up which will permit the oper- 
ators to go on their incidental and lunch 
reliefs at stated schedule times with little 
supervision. 

Sufficient relief will also be 
scheduled to replace absentees because of 
sickness, Sunday work, vacation, and mis- 
‘ellaneous proper supervisory 
forces will be maintained and new operators 
will be trained and ready for operating 
vhen needed. The whole force from chief 
operator to new operator, will 
easily and without undue effort. 

Force adjustment will find favor with the 
perating force for it will enable the opera- 
tor to use her efforts to the best advantage. 
the operators will be busy, but not too 
busy, all hours of the day. Relief periods 
ill come at regularly scheduled times and 

liefs will be given on time. 

In setting up force adjustment routines, 

e operators’ basic schedule is the first 

nsideration. This schedule must provide 

adequate number of operators at the 
s\itchboard each half-hour of the day and 
Provide for the operators’ incidental and 
lunch reliefs. 


operators 


reasons, 


function 


The traffic on which the operator’s sched- 
ul is based should be the peg-count rec- 


c 


ori taken in the previous year during the 


TELEPHONY 


season for which the schedule is designed, 
or a peg-count taken near the time the 
schedule will be used. 

The peg-counts should be taken half- 
hourly over a representative period of from 
two to four days. The average traffic 
handled during each half-hour period 
should then be determined. By dividing 
the average traffic handled each half-hour 
by the units or calls the average operator 
can handle, the result will be the number 
of operators required at the switchboard. 


Basic Operator’s Schedule 
Aiter the required number of operators 


at the switchboard is determined, an opera- 
tors’ schedule should be set up which will 
provide enough operators to meet the half- 
hourly ‘switchboard requirements and the 
necessary lunch and incidental reliefs. 

This schedule is the basic operator’s sched- 
ule and operators should be permanently 
assigned to the tricks set up. This basic 
schedule will cover the traffic of the aver- 
age day but does not and should not, pro- 
vide for the daily reliefs necessary to care 
for absentees. 

Two additional schedules should be set 
up to cover the absentee relief require- 
ments. One of the relief schedules will be 
made up weekly and will cover the tricks 
vacated on the basic schedule because of 
Sunday work. The second relief sched- 
ule will cover the daily absentees for mis- 
cellaneous reasons. This schedule may be 
built up on half-hourly requirements deter- 
mined from the office record of absentees. 

We then have three operators’ schedules. 
The basic schedule, the Sundays off relief 
schedule, and the absentee relief schedule. 
As the last two schedules merely fill up the 
gaps on the basic schedule, it is obvious 
that the tricks filled on the basic schedule 
represent the average force on duty each 
day. If there is a force shortage, opera- 
tors should first be assigned to the tricks 
on the absentee and Sunday off schedule, 
then the balance of the force should be 
assigned to the basic schedule. Many force 
adjustment plans go wrong for failure to 
observe this rule. 

If this procedure is followed, the assign- 
ed tricks on the basic schedule will repre- 
sent the number of operators on duty on 
the average day regardless of whether or 
not there is a shortage of force. If there 
is a shortage of force, the question will 
arise as to just which trick should be left 
vacant. 

Order of Vacating Tricks. 

This may be made easy for the central 
office by having the clerks who draw up the 
schedule indicate the order in which the 
tricks should be vacated and still keep the 
correct distribution of operators over the 
day. For example, a force shortage of 10 
per cent on the basic schedule will mean 
a reduction of practically 10 per cent in 
the switchboard requirement each half-hour 
of the day. The vacated tricks will un- 
cover all hours of the day in an equal 
amount. 
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\ supervisor’s schedule including central 
office clerks, assistant chief operators, 
should be set up in like manner to the op- 
erators’ schedule. 

The sum of the paid hours on the oper- 
tors’ and supervisors’ basic schedule will 
show the total schedule employe hours per 
By dividing these hours inte the to- 
tal traffic in terms of calls or units, the 
result will be the schedule employe hour 
This load may be used for 
parative purposes, either with the 
office in past performance or other offices 
of like class. It will be readily seen that 
a reduction in this overall employe hour 
load indicates either a drop in traffic or an 


day. 


load. com 


Same 


increase in force on duty. It quickly gives 
indication for the need of action either to 
reduce or increase the force. 

If records of traffic are taken monthly, it 
is possible, by studying the trend from 
month to month in past years, to estimate 
the volume of traffic for each remaining 
month of the current year, and by use of 
the employe hour load, readily compute the 
number of operators required. With the 
operator requirement known for 
month’s traffic, an operators’ training and 
employment program may be set up which 
will provide sufficient operators for suc 
ceeding months. 

Applying Schedule to Conditions. 

In connection with the application of the 
schedule to the central office conditions, 
there are a few major items that should 
be mentioned; the kind of tricks used, the 
method of assignment of operators to 
tricks, the seating plan in the larger of 
fices, the office records necessary for force 
adjustment, Sunday and holiday schedules. 
ard determining the operators’ load. 

The tricks used in drawing the sched- 
ules should be tricks which provide all 
the combinations necessary to allow of eco- 
nomical scheduling and reducing to a mini 
mum those conditions which are a source 
of discussions with the employes. To meet 
the economical scheduling requirement, 
tricks should be such that schedules may 


each 


be drawn with less waste time than the to- 
tal time represented in one operator's 
trick. It is entirely practical for a skilled 
person to draw a schedule with this amount 
of waste operator’s time. 

There will always be some objection to 
the late hour tricks. This may be over- 
come to an extent by payment of a dif- 
ferential to the operators on these tricks 
This objection may, in a large degree, be 
also overcome by assignment of operators 
to the schedules in accordance with their 
seniority in the service of the company. 
lf the operators with the longest period of 
service with the company have the first 
choice of trick, the one with the next long 
est, the second choice, and so on through 
the force, each operator will realize thx 
fairness of the assignments, and will also 
get better tricks as time goes on, through 
loss of desirable 


operators on the more 


tricks. 





